


New Merchandisers! 
Best way to move new 


WOOD FILLER MERCHANDISER 
FREE: 12 % Ib. Cans, and 24 1 Ib Cans, 
Wood Dough with order: 
2 Doz. Tubes, Wood Dough 
15 Doz. % Ib. Cans, Wood Dough 
3 Doz. 1 Ib. Cans, Wood Dough 
2 Doz. % pt. Cans, Surfacing Putty 
40 Tubes, Tub-N-Tile Cement 
2 Doz. 1 Ib. Cans, Water Putty 
RETAIL VALUE $189.40 
DEALER COST $109.02 
DEALER PROFIT (With Free Goods) $80.38 


WOOD FILLER MERCHANDISER 
FREE: 24 \% Ib. Cans, Wood Dough, with order: 
2 Doz. Tubes, Wood Dough 
4 Doz. % Ib. Cans, Wood Dough 
1 Doz. 1 Ib. Cans, Wood Dough 
1 Doz. 14 pt. Cans, Surfacing Putty 
1 Doz. 1 Ib. Cans, Water Putty 
10 Tubes, Tub-N-Tile Cement 
RETAIL VALUE $64.90 
DEALER COST $38.18 
DEALER PROFIT (With Free Goods) $26.72 


GLUE MERCHANDISER 
FREE: 12 2 oz. Bottles White Glue with order: 
. 2 oz. Bottles, White Glue 
. 402. Bottles, White Glue 
. 8 oz. Bottles, White Glue 
. Tubes, Contact Cement 
. Tubes, Household Cement 
. Tubes, Liquid Solder 
0z. 1 oz. Bottles, Porcelain Glaze 
RETAIL VALUE $47.76 
DEALER COST $25.85 
DEALER PROFIT (With Free Goods) $21.91 


DAP 


Stock the DAP line of Caulking-Glazing- 
Sealing and Spackling products, too 


Products 


Free Goods BONUS 
means extra profits for you 


One or more of these 3 bright DURATITE Merchandising dis- 
plays makes it easy to add extra profits to your sales of glues, 
cements and wood and metal fillers. Stock turns over fast! 
Sales per customer multiply. Impulse purchases pick up. You 
get full profits on the Duratite products you sell plus extra 
profits based on the free goods bonus that comes with each unit. 


Duratite products are nationally advertised in The POST, 
POPULAR SCIENCE, POPULAR MECHANICS, SUNSET, 
other top magazines. Your customers will know the Duratite 
name and the products they need for scores of do-it-yourself 
and professional jobs...White Glue, Wood Dough, Wood 
Surfacing Putty, Water Putty, Household Cement, Contact 
Cement, Liquid Solder and many more. 


Check the profit you can make with each of the Duratite Mer- 
chandisers shown here. Then use the coupon to get details. 


DAP inc., Duratite Division, 
General Offices, Dayton 31, Ohio - Dept. HW 


Please send me full information on Duratite Merchan- 
disers and names of DAP or Duratite wholesalers near me. 





STORE WAME 
ADDRESS . 
CITY ses STATE 
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National’s your better buy 
for uniform high quality of product 


Painstaking attention to quality is one 
reason why the National line grows in 
popularity and builds constantly increas- 
ing repeat business. In the manufacturing 
control of all kinds of fasteners, our goal 
is the kind of trouble-free quality that 
your customers can depend upon. 


Backing up this basic value, National 
Screw also provides you with: 


The most complete line of quality fas- 
teners on the market today. 


One-source buying to reduce your han- 
dling and ordering costs. 


Outstanding packaging that fits the qual- 
ity of the product inside and lets the 
customer know: “You can depend on 
these fasteners.” 


These are some of the very good reasons 
why so many of our customers standardize 
on the National fastener line, and why they 
all agree: “National’s Your Better Buy.” 


Ask Your Distributor ... He Knows 


CALIFORNIA DIVISION ¢ THE NATIONAL SCREW & MFG. CO. 
3423 SOUTH GARFIELD AVENUE ¢ LOS ANGELES 22, CALIFORNIA 
Sales Offices: 1 Drumm Street, San Francisco 11, California, and 2035 S. W. 58th Avenue, Portland 1, Oregon 
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7 Bordens 


REINFORCED 
VINYL HOSE 


s 
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VINYL HOSE 


f . \ Y The returns, just in, indicate that Borden hose 


Sales rose again this year—for the fifth con- 

secutive year ! The forecast : New gains in 1962. 
For 1962, Borden is introducing an all-new 

line of reinforced and nonreinforced garden 

hose with these important sales features: 

e Marked reduction in weight 

e Increase in hose strength 

e Low temperature flexibility 

e New colors for uniform identity 

e Eye-catching display discs 

e New guarantee program 

e Tighter coiling conserves space 

Borden’s line is complete for maximum sales, 

yet streamlined for minimum inventory. Tne 

entire line is priced for volume sales at high 

unit gross margin. Climb aboard with Borden’s 

—it’s the name that moves garden hose! 


~ BORDEN'S 


IT’S GOT TO BE GOOD 


THE BORDEN CHEMICAL COMPANY - A DIVISION OF THE BORDEN COMPANY - 350 MADISON AVE., NEW YORK 17, N. Y.; P.O. BOX 430, COMPTON, CALIF. 
For Details Circle 4 on INQUIRY CARD 
9 HARDWARE WORLD 











(N THE WEST AND FOR THE WEST 





VOLUME 58 NUMBER 10 


OCTOBER 1961 CONTENTS 


Editorial Comment 
Business Trends in the West 


Washington News for Westerners 
by David R. Heinly 


New Products 


Christmas Gift Section 
14 pages of photographs and features showing all 
types of holiday displays for windows and 
in and outside of hardware stores. Special Christmas 
ideas as well as Christmas merchandising events are 
included for promoting your gift business. 


Holiday Interior Displays 

Outdoor Trim 

Holiday Displays 

Toy Displays 

Christmas Trees Draw New Customers _ . 
Animated Santa Helps Increase Volume 

Doll Heaven Boosts Doll Sales 

Holiday Success Leads to Year-Round Sales 
Service, Quality and Ads Help Holiday Sales 
Pictures Invite Sales Talks 


Western Dealer Will Guide NRHA 
Tony Manno, Medford, Ore., dealer elected president NRHA 


Advertising Built Up Store Traffic for 56 Years 
by John B. Valentine 


Stop Guessing . . . Get the Facts! 
by Lynne King 
Atlantic City Highlights 
Dealer Joins In Civic Celebration 
Nail Kegs Used for Mass Display 
Let the Rope Hang 
Color-Blind Hardware Dealer Finds New Paint Systems 
Make Mixing Colors Easy 
These Western Dealers Are Keeping Up to Date... «si. 
Merchandising Aids 
Free Literature 





This is our latest! 


The new Quiet Turfmaster is the latest 
addition to our Turfmaster line of su- 
perior rotary mowers. We’re mighty 
proud of it. It’s handsome. Sturdy. Well 
behaved. And quiet as can be. That 
good-looking engine cover keeps the 
engine noise way down. So does the 
extra large muffler of heavy gauge steel. 
Our new mower is easy to manage, too. 
A single lever on the handle controls 
the choke, regulates the speed, and 
stops the engine. No tools are needed 
to adjust the wheels to any of five cut- 
ting heights. And those 8” steel wheels 
with semi-pneumatic tires and nylon 
bearings roll at a touch. No wonder 
we’re proud of our latest: the new Quiet 
Turfmaster has the built-in quality that 
distinguishes every other member of 
the Turfmaster family of fine products. 


a 


The design, construction and performance of all Turfmaster products are as good as our 88 years 
of experience can make them. Our 1962 catalog lists them all: Rotary and reel-type power mowers. 
Riding mowers. Riding units with attachments. Hand mowers. An electric mower. A multi-purpose 
power tool. Ask your wholesaler for the 1962 catalog of Turfmaster products. Or write to us in Richmond. 


; 4 WUREFMASTER DillesMGuire 


MANUFACTURING COMPANY 
RICHMOND, INDIANA 
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Are You, Too, Going Ahead? 


The economy of the West is again on a good, healthy up swing. 


California employment in August grew to an all-time record high of 
6,230,000 workers. 


Utah Economic experts say their State is out of the recession in the 
record time of 14 months, as compared with longer periods for the 
previous postwar recessions. August employment showed 6,000 more 
workers than in August, 1960. 


Portland showed about a 6000 gain in employment in July over the 
same month in 1960. 


Construction for the first six months of ’61 is ahead in most Western 
states. 


Seattle is leading the Northwestern areas in construction while com- 
pleting it’s 1962 “Century 21” World Fair. It is banking on drawing 
record crowds and focusing the attention of the entire world on the 
potential of the Pacific Northwest. 


Most of the 13 Western States are anticipating a great growth eco- 
nomically in the next few years to keep abreast of the expected popula- 
tion growth. 


Many manufacturers are aware of the West as the No. 1 growth area 
of the nation. Some Eastern and Mid-western manufacturers are build- 
ing branch plants or warehouses here. Some are buying successful 
Western businesses as subsidiary operations. 


Most of them are stepping up their sales efforts in one way or another 
in this “land with a promising future.” We have proof of this right 
here in the October issue of HARDWARE WORLD. This is our largest issue 
in four years. It contains a record amount of 22 pages of colored inserts 
from manufacturers who recognize that the Western Gold Rush has taken 
another form .. . a rapidly expanding market. 


Thousands of firms are making plans to capitalize on the Western 
growth. Some of these firms will mean competition to you. 


Are you making plans, too? 


This is a good time to question yourself and make certain that you 
have plans to take advantage of the growth potential in your trading 
area ...and that you recognize those manufacturers who are also plan- 


ning to grow in the West. 





BUSINESS 


TRENDS IN THE WEST 


Steel Market in the West Expected 
to Increase Within the Next Two Years 


three per cent over corresponding weeks last 
year. 


Steel mill product receipts for seven far West- 
ern States were one per cent greater in 1960 
than in 1959. This was disclosed by Kaiser Steel 
Corp. in their annual survey of the steel market 
in California, Oregon, Washington, Arizona, 
Utah, Nevada and Idaho. 

The survey indicates that total steel receipts 
for 1961 should closely approach the 1960 mar- 
ket. A recovery in residential building (up five 
per cent) will stimulate manufacture of hot 
water heaters and builder’s hardware, according 
to the report. The heavy increase in non-resi- 
dential construction on this basis (+50 per 
cent) and public buildings (+25 per cent) will 
be offset by the decrease in the construction of 
dams (—10 per cent) and private office build- 
ings (—20 per cent). 

In 1962 the market forecast shows sizeable 
gains over this year. Western construction, led 
by industrial building, is expected to be up. 
Business is also expected to be spurred on by 
national spending as well as higher defense re- 
quirements. 


Western Economic Gains Still Evident 


The Western States are definitely on the up- 
swing economically with only a few spotty areas. 

California employment reached an all - time 
high in August with total employment of 6,230,- 
000 workers as compared with 6,151,000 in Au- 
gust 1960. It was also up 62,000 over the pre- 
vious month. The greatest increases were noted 
in trade, services and government. Increases 
were evident in electronics and aircraft. 

Utah has made a rapid recovery from the 
1960-61 recession. It was completed in 14 months 
compared to 19 months in 1957-58, and 25 months 
in 1953-54. Non-agricultural employment in Au- 
gust increased by 6000 more than in ’60. Defense 
industries accounted for more than half of the 
increase. Department store sales showed a rise 
in July and continued in the final three weeks in 
August. Salt Lake sales were up seven, 10 and 


Commerce Department figures for the first 
five months of ’61 show an increase in private 
construction building permits in Washington, 
Montana and Idaho. 


California Tax Report Shows 
Hardware Business Off in ‘60 


Californians spent $232,030,000 in hardware 
stores in 1960. This is 2.9 per cent less then in 
1959. 

The average dollar volume per hardware deal- 
er in California for 1960 was $108,678. This was 
based on the first annual report of Taxable Re- 
tail Sales in California by the State Board of 
Equalization. 

The report was made by 2043 dealers that are 
listed by the board as strictly hardware dealers. 


Change in Small Business Loans 


Eventually all of the Small Business Admin- 
istration loans will be made only in Redevelop- 
ment Areas designated by the Area Redevelop- 
ment Act. The four per cent loans will continue 
in effect in substantial unemployment areas so 
designated before September 15, 1961. SBA 
points out that most unemployment areas will 
be included in Redevelopment Areas. 


Western Trend Indicators 


A 12-building complex, to cost $2 million, will 
be built in Albuquerque, N. M., by the Lovelace 
Foundation. It will be used for medical education 
and research, principally regarding radiation... 
Hardware wholesaler sales in the Pacific states 
were up six per cent in July over July, 1960. The 
Mountain states were off three per cent... 
Beryllium in commercial quantities is now added 
to Utah’s storehouse of natural resources. The 
Topaz Mountain deposit contains an indicated 
two to three million tons of ore. This could make 
the U. S. independent of foreign sources of the 
ore, 
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CHICAGO, ILL. 


Mr. Walter L. Schwalb (left) and Mr. Stebbins Younger discuss the Skin Pack of a Nicholson file. 
The display unit stands in a prominent position at a high traffic location to create maximum impulse sales. 


“The Nicholson Skin Pack display has 
noticeably increased our file sales!” 


Retailers across the country are report- 
ing great success with the Nicholson or 
Black Diamond file display. They note 
that file visibility has created impulse 
sales among customers who otherwise 
would probably not purchase files. 
Read what Mr. Walter L. Schwalb, 
Purchasing Agent of Stebbins Hard- 
ware Company, Chicago, says: 


“We have found the Nicholson Skin 
Pack display has noticeably increased 
our file sales. We have it near the 
entrance to our store. A more complete 
display of files is mounted on the 
back wall. The Skin Pack files seem to 


‘2 NICHOLSON 
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attract attention and remind our cus- 
tomers that they need files. If they 
don’t find what they are looking for 
among the Skin Packs, we take them 
to make their selection from the bigger 
display in the rear of the store.” 


Each Nicholson or Black Diamond 
file is packaged with a card in a 
plastic skin. The card lists the file type, 
recommended uses and the price. On 
pegboard or counter top, the whole 
display unit, in. striking black and 
orange, is an effective way to increase 
file turnover and to boost traffic in 
other lines. 
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Follow Mr. Schwalb’s lead. Call your 
Nicholson or Black Diamond whole- 
saler today for one of these displays. 


Handles designed and manufactured 
by The Danielson Manufacturing Com- 
pany—a Nicholson subsidiary. 


Here’s what you'll make with each 
48-file assortment: 


Nicholson File Company, Providence 1, Rhode Island * Files * Rotary Burs 
Hacksaw: and Band Saw Blades * Ground Flat Stock * Industrial Hammers 


7 





WASHINGTON 


\ EWS FOR WESTERNERS 


By DAVID R. HEINLY «¢ Chilton News Bureau, Washington, D. C. 


Shelter Boom To Boost Sales; 
Government Urges Dealer Help 


own expensive education program will insure 
strong and sustained sales of building materials 


Western hardware dealers should be making 
plans to cash in on the growing boom in fall-out 
shelters. Civil defense officials report a landslide 
of public interest in shelters since President 
Kennedy’s Berlin speech several months ago. 

Letters from do-it-yourself builders have 
zoomed from 300 a day to over 6500 a day. Both 
Congress and defense agencies are making it 
easier and easier for builders to find the money 
for a homemade shelter. Sales are headed for an 
upswing. 

People want to know how to build a safe 
shelter, what materials and tools to buy and 
what survival supplies to keep on hand. 

The government tells builders of shelters that 
almost everything they need is available in hard- 
ware stores. 

Pamphlets and booklets are sent to home- 
owners telling how to build an “approved” 
shelter. These pamphlets are available free to 
hardware stores in some bulk as handouts for 
their customers. 

The pamphlets can also show dealers what 
items should be stocked to meet the demand. You 
can get a supply by writing to: Box “HOME 
SHELTER,” Office of Civil and Defense Mobili- 
zation, Battle Creek, Mich. 

Defense conscious officials in Washington are 
anxious to keep the ball rolling. Bills have been 
introduced to allow homeowners a tax break on 
building costs. Under the new 1961 Housing Act, 
loans can be made for remodeling homes to in- 
clude shelter space. 

It’s a good idea to contact your local civil de- 
fense official. Usually a federal defense expert 
is attached to the mayor’s staff or town council. 
He can help work out promotion programs, ad- 
vertising, displays and product lines which 
should be carried. 

Continued atomic testing by the Russians, 
mounting world tensions and the government’s 


and survival equipment. 


More Americans Take to the Woods 


Camping, hiking, or just plain getting away- 
from-it-all draws more and more Westerners out 
of cities and into the nation’s parks and forests. 
The National Park Service says some 259 million 
persons visited state parks and more than 72 
million visited national parks last year. Some 
92.5 million visited national forests. Campers 
who took their own tents, sleeping bags, and 
equipment increased 18 per cent. Western states 
were among the top attractions. California drew 
24.4 million while 10.9 million visited parks in 
Oregon. Park Service officials are spending more 
each year to improve facilities and resources, 
predicting record numbers of visitors in the 
months and years ahead. It will mean increased 
sales of outdoor equipment and camping supplies. 


New Rules on “Putt-Putts” in Parks 


Dealers should caution users of portable chain 
saws, power generators, pumps, and other motor- 
driven devices in national parks that they must 
first get written permission from the local park 
superintendent. The Department of Interior says 
the new rule will control use of noisy portable 
motors which are “causing destruction... of 
important resource values and annoyance to visi- 
tors” in the National Park System. Saw users 
will have to show where and why they want to 
use a saw and how they will dispose of chips and 
wood shavings. 


Westerner in the News 


New Director of Information for the Depart- 
ment of Interior is Seattle newsman James N. 
Faber. Faber most recently was info chief for 
Seattle’s Century 21 exposition, coming up in 
1962. 
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GREAT Mew SPRINKLERS from @4a2ZZz 


The Seeut isin the Head! = REU/TANGLESPRAY ":= 


Ue other sprinkler ou the market 

comparable in price or perhorance ! 

Sprinkles from as low as 2’ x 4’ up to 20’ x 40’ in perfect rectangular 
patterns! Gets all four corners! Completely and evenly saturates the 
area being sprinkled. Body-and base of metal with long lasting red 


baked-on enamel finish. Impact resistant black nylon vane. Superior 


. like its famous parent — the construction throughout. 


“Squarespray” — the secret is in 
the patented Proen Head. Note 
the difference in the size of the 


holes, angle of vane, etc. This Vo See one List Price: $1 95 each 
is what makes Rectanglespray ¥ j 


unique. . . r Bulk packed: 6 units to ship case 
4 Shipping Wt. 4 Ibs. per case. 


2’ x 4 up to 20’ x 40’ Approx. 


The shape of the base distinguishes the spray pattern 


»,. ROUNDSPRAY=: 


iE Sensational low cost circular sprinkler ! 

Up to 40’ Dia. Waters up to 40’ diameter! Like all Proen sprin- 
klers gives complete, even coverage . . . quickly. 
All metal base and body with red baked-on 
enamel finish. Black nylon vane. Will give years 
of complete trouble-free use. 


List Price: $1.95 each 
Bulk packed: 6 units per ship case 
Shipping Wt. 4 Ibs. per case. 


To prove Proen’s claim of complete, 
even water coverage we invite you to ~ 
make the “Can test’. Simply space — sete. 
at even intervals — empty cans, and Er. GE/7 
turn on water. When finished you will 
* note that each container will have al- contributions to Finer Gardening 
most the exact same amount of water! 
Proof that Proen sprinklers are de- PROEN PRODUCTS CO. 
signed to give you the most value for 9th & Grayson 
the money! 
Berkeley 10, California 
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Some manufacturers have a small line of garden tools 


HARDWARE WORLD 





USS is a registered trademark 


eo but not USS 1 Every model, type, size, and style you could want is in the new USS Golden 
Grain Garden Tool line. This is the line that gives you more and more 
and more profit. Why? Because no tougher, sturdier, or more handsome 
tools are being made. Because they’re competitively priced. So why don’t 
you handle the best line, the most complete line, the most profitable line: 
USS Golden Grain Garden Tools. 


United States Steel Products 
Division of 
65) This mark tells you a product United States Steel 


is made of modern, dependable Steel. P : 
5100 Santa Fe Ave., Los Angeles, Calif. + 1849 Oak St., Alameda, Calif. 
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Oxco #25 Household Brush 
Merchandiser... versatile unit that 
displays and sells 25 leading brushes 
«+. eye-catching centerpiece for your 
cleaning supply department ...stands 
alone, fastens to wall or column. 


Oxco #12 Household Brush 
Mercha:diser... condensed version 
of #25 unit for moderate volume 
stores ... same flexibility but features 
twelve fast movers in the Oxco 
household brush line... #12 or #25 
c must for stepped up brush volume. 


Oxco Floor Sweep Display +2 
«+ + concentrates tested assortment of 
household and commercial sweeps in 
one profitable place ... displays 
sweeps and handles ... reserve stock 
kept in same unit ... a dollar-getter 
for hardware stores. Sweeps and 
prices in accordance with NRHA 
Turnover Handbook. 


GIVE INVENTORY 





#25 H hald Brush Merch di. 


@XCO ¢iavs” 


OX FIBRE BRUSH COMPANY, INC. 
Frederick Satished /ff¢ Maryland 


See our line in HARDWARE RETAILER CATALOG SERVICE 
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PROBLEMS THE BRUSH-OFF WITH THESE 


Oxco Merchandisers 


Still trying to figure out how to handle your house- 
hold brush and sweep inventory? Where to display? 
How to display? What happened to that half dozen 
sweep handles? What brushes move best? How 
many to carry? How to turn a real profit on brushes? 


Oxco Merchandisers give you the answers . . . come 
complete with proven, volume-selling assortments 
. . . organize brushes and sweeps into easy-to-stock, 
space-saving, eye-catching displays. Your inventory 
is concentrated for easiest control, maximum sales. 


Floor Sweep Display #2 
t 
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Problems go down, profits go up, with brushes, 
sweeps, and related cleaning supplies all working 
together for a concentrated sales push. 


Want to see how it’s done? Talk to your Oxco 
Jobber or write for our free folder, ““How to Mer- 
chandise and Display Cleaning Supplies for Profit’’. 
Like the Merchandisers, the Oxco cleaning supply 
merchandising program was developed in coopera- 
tion with and approved by the NRHA Merchan- 
dising Laboratory. 


APPROVED 
MERCHANDISING 
PROGRAM 


eo 
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Standard Rotaries 
18” ~ 20” — 22” Free Wheeling Trimmer & Edger 24” Riding Rotary 
22” Self-Propellea 





85 YEAR OF ENGINEERING 
“ANOW-HOW”...1877-1962 











YOUR COMPLETE 
QUALITY LINE 


Trio-Rig (Gang Mower) “Great American” Hand Mowers 24” Reelrider 
60” - 87” units 16” - 18” 





PENNSYLVANIA MOWERS 


Pennsylvania Power Mower Division, American Chain & Cable Company, Inc. Stevens Lane, Exeter, Pa. General Offices: Bridgeport 2, Conn 


Export Dept.: 230 Park Avenue, New York 17, New York. Canadian Sales Agents: John A. Huston Company, Ltd. Toronto 10, Ont., Canada 


Solid brass with tempered glass dresses the fireplace distinctively, dramatically 


Dual draft controls top and bottom... . fire can burn 
GLASSFYRE high or low, glass stays clear, smoke-free. CLASSEYRE SCREENS 
* Folding French doors open wide, are strong, con- 
screens have 


venient, attractive, compact. Now on display at 


these unique Tempered plate glass panels. rece ed 
a Polished solid brass frame insulated and sealed 1355 Market St. 
advantages: against fireplace and protected by ‘‘Firebrass'’... Los Angeles 
a clear baked enamel coating. Furniture Mart 


* Easily mounted with lintel clamps. ITE Be, Rontany 


PPORTLAND WILLAMETTE ©€o. __ WEST Coast 
———E ee > — REPRESENTATIVES 
GLASSFYRE SCREENS San Francisco Seattle 


Los Angeles 

Henry Ullman & Associates Mr. S. Klemkaski Mr. David L. Schwartz 

1355 Market St. P. O. Box 358! 1065 Los Angeles Furniture Mart 
1933 S. Broadway 

Portland Honolulu Salt Lake City 

Mr. Valter M. Young Mr. Robert Carroll Mr. George N. Cannon 

304 N. E. 2st Ave. 814 Ilaniwai 1289 4th Avenue 
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tools that will make 1962 a better year for you... 


zg THESE PAGES AS BUYING HELP AND AS SELLING HELP 


FOR A MORE 
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1962... 
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SPRING-BRACED 
LAWN RAKE 


One swipe rakes the litter away. This spring- 
braced rake has amazing flex action that really 
hugs the ground. A big advance over ordinary 
rakes, yet it won’t injure grass roots. Fire- 
hardened handle is smooth and splinter-free. 
Other lawn rakes from less than $1.00* 


SERRATED-EDGE 
mn LO) = 


Sharp teeth bite into soil — make hoeing easier. 
All True Temper socket hoes have seamless 
sockets for good looks, durability. This one has 
copper-bronze trim, fire-hardened ash handle 
that’s smooth, splinter-free, defies rot, weather, 
wear. Other garden hoes from less than $2.00.* 


@IRUE TEMPER. 
LAWN AND 
GARDEN TOOLS °°" t= 





More to choose from—more to sell in 
the industry’s most complete line. 
There’s a tool for every job and in every 
price range to satisfy every ciistomer. 
Here are four samples of the salable 
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Hard raking won’t bother it because the powerful 
head is forged from a solid bar of steel. Extra 
long, rounded bow. 15 tapered teeth are dished 
for efficient raking. Smooth, splinter- free, fire- 
hardened ash handle. Beautifully balanced. 
Other garden rakes from less than $2.00.* 


MEDIUM WEIGHT 
\ DIGGING FORK 





| oman {bo} @) 2 


« 


Forged for brute strength —with broad diamond- 
back tines, tapered and pointed. A popular, 
general-purpose fork. Tines are tempered for 
maximum toughness and resilience. Long tubular 
ferrule with bright mirror-maroon finish. Other 
forks from about $3.50.* 


*All prices approximate suggested retail. 
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Here are five from the complete line 


GRASS TRIMMING of grass and weed tools. Match them 


for looks, salability and performance 


AND EDGING TOOLS °° 7tinsin the market. 
™~ 


TOP-SELLING ~~» GOLF-SWING 
GRASS SHEARS GRASS CUTTER 


- HEAVY-DUTY 
VV, =4=4 wo Ob os 1 — 


sth i 
mites 


Customers’ faces light up when they test these One of the best selling of all tools — the ‘‘Kelly 
shears. Blades cut crisply and powerfully with Perfect” grass cutter with mirror-maroon ferrule, 
a slight squeeze on the comfortable handles. copper-bronzed steel shank. Swings like a golf 
Floating upper blade maintains cutting pressure club. Companion weed cutter for heavy weeds. 
clear to tips. Plenty of clearance between fingers Both with elliptical serrated-edge blades—best 
and ground. Others from 98¢.* cutting shape known. 


FEATHERWEIGHT TWO-WHEEL 
GRASS TRIMMER \ ROTARY EDGER 


7 


Slickest tool of its type for extra close cutting Trims grass borders fast and easy. Special cut- 
near shrubbery, walks and walls. Razor-blade ting blade pivots to provide amazing shearing 
steel is expertly tempered and sharpened to a action in either direction. Slices toughest grass 
keen cutting edge. Special bat-shaped handle along walks, drives, flower beds. Two ridged 
balances perfectly. Bright red trim. Shipped in rubber wheels for better traction. Other rotary 
colorful, new display carton. edgers from $4.49.* 


*All prices approximate suggested retail. 





FOR A MORE 
PROFITABLE 
1962... 












PRUNER 
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Finest made for easy, powerful, draw-cut action, 
comfort and speed. Easy-selling features include 
head curved in natural position, flared cushion 
grips and gleaming good looks. New 6-pack for 
easy display and fast impulse sales. Other True 
Temper pruners from $1.59.* 


No. AT 85 
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Takes arm jolts out of hedge cutting by absorb- 
ing shock three ways: in the tubular-steel shaft, 
the comfortable cushion grips, and the rubber 
bumper. Dynamic nut and bolt holds perfect ad- 
justment. Polished blades, lower blade serrated. 
Other hedge shears from $2.95.* 


@IRUE TEMPER 
PRUNING AND 
HEDGE SHEARS \peiisi tre temper seling features: 


FAMOUS ROCKET 


SUPERB ROCKET 
a | = LC) | 


Now, from True Temper, you can get 
all the basic best sellers you need. Good 
looking, top performing tools in all price 
ranges, satisfy all customers and keep 
your shear department at peak turn- 












POWERFUL HOME 
AND GARDEN 
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Large, powerful head cuts limbs with minimum 
effort. Blade and hook are precision ground for 
clean, crisp cutting action. True Temper’s ex- 
clusive, Dynamic hinge nut and bolt lets you set 
the cutting tension easily—to stay set. Other 
lopping shears from $3.50.* 






FAMOUS “DYNAMIC” 
HEDGE SHEAR 






Best-selling hedge shear of all time. With special 
forged-steel blades, hardened, tempered, polished 
and shock tested. Lower blade is serrated, with 
limb notch. Dynamic hinge nut and bolt pro- 
vides easy adjustment. Crystalite maroon fer- 
rules. Fire-hardened oval handles. 


*All prices approximate suggested retail. 











Again, the complete line—a tool for 
L7 RUE EMPE every digging purpose and every price 


range covered. Plus True Temper de- 


DIRT SHOVELS whe taper died dineed abies at 


AND SPADES ‘yy. tier are jus tour examples. 
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“DYNALITE” SHOVEL 


1 VN el a 
GARDEN SHOVEL 































q DLR — Round Pt., Long Hdle lel Long Handle 
DR Round Pt., ‘‘D’’ Hdle. HGD OM al larel (= 
DLS — Square Pt., Long Hdle 


DS — Square Pt., ‘‘D’’ Hdle 


Right for 3 out of 5 customers. Right in weight, 
right for their work, right in price. Taper-forged 
blade puts metal where it’s needed —thick at 
neck, shoulder, and down the center for strength 
and wear resistance, thinner at edges for easy 
penetration and light weight. 


Ideal for lady gardeners or light digging jobs. 
Heat-treated blade. Fire-hardened ash handle 
is smooth, comfortable, splinter-free. D-handle, 
round point also available. Other hollow-back 
shovels in round point or square point. Full 
range of types, sizes, prices. 





“DYNALITE”’ 
GARDEN SPADE. 


S) D emee Oae a -lalel (= 
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“BANTAM” 
DIRT SHOVEL 


BLR Round Pt., Long Hdle 
BR — Round Pt., ‘‘D’’ Hdle 
BLS Square Pt., Long Hdle 
BS — Square Pt., ‘‘D’’ Hdle 


























No. SD Vis S 


No. BLR& 


Taper-forged blade makes this spade tough at Taper-forged, solid-steel shank. Strongest con- 
neck and shoulders for strength, tough down the struction known. A popular, lightweight indus- 
center for wear, thin but tough at edges for trial shovel, also preferred by many homeowners 
lighter weight. Has perfect down-the-center for its ruggedness. Heavier than ‘‘Dynalite’’. 


balance. Smooth, forge-finish blade is self-scour- Smooth-finished blade sheds dirt quickly. Fire- 
ing. Complete line of garden shovels and spades. hardened, straight-taper handle. 


*All prices approximate suggested retail. 





FOR A MORE 
PROFITABLE 
1962... 


@/RUE TEMPER 
FARM AND 


Highest quality tools preferred by farm- 
ers, workmen and active do-it-your- 
selfers. The line is complete, covering 
every need and price range, all shapes 
and sizes. Here are four True Temper 


HEAVY DUTY TOOLS. © cssismers wo do the heavy jobs 
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BAG 10 — Size 10 
BAG 12 — Size 12 
BAG 14 : Size 14 


NX 


Deep-shape bowl holds more, special alloy blade 
weighs less than other scoops. Blade heat-treated 
and ribbed for extra strength. Fire-hardened 
handle with comfortable D-top. Other steel and 
aluminum scoops for grain, general purpose, in- 
dustrial or dairy use. 


RUGGED MORTAR 
a @) = 


M10 plain blade 
M210 — 2-hole blade 


One-piece forged blade of high-carbon steel. 
Two-hole, mortar-mixer pattern. Copper-bronze 
trim. Heavy shank type. Tough, splinter-free, 
fire-hardened ash handle. Long, tubular, maroon 
ferrule. A hard-working implement, sturdily 
built to last for years. 


LIVELY TINED 
MANURE FORK 


044 4 tines 
Oheys! 5 tines 
oleys! 6 tines 


Squeeze tines together — they spring back into 
shape. This liveliness makes a difference in work 
—the forks do more. One-piece, tempered steel 
head. Tubular ferrules completely filled with 
solid wood handle. True Temper manure and 
hay forks in all sizes from under $4.00.* 


\ 
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33 hard soil 
34 light soil 


general duty 


Extra profits two ways: A best seller among dig- 
gers; a lively rental item to homeowners who 
need it for one-time jobs. Designed for all types 
of heavy or gravel soil. High-carbon steel blades 
are riveted to steel frames. Double hinge and 
steel bolt give firm but smoother operation. 


*All prices approximate suggested retail. 





Featuring famous Rocket hammers and 
Kelly Perfect axes—the leading names 
in striking tools. All price ranges covered 


@IRUE TEMPER 


AHAMIVE. RS AXES _ vith Tre Temper precision-manufae- 
HEAVY GOODS 


tured tools that are favorites of both 
professional and home workmen—be- 
cause they have a quality reputation. 


FAMOUS ROCKET NEW BRIAR 


HAMMER y ~~ EDGE HAMMER 


New shot peining process adds strength to tubu- 
lar-steel handle—already the strongest made. 
Shock-absorbing, non-slip cushion grip. Forged 
head is locked to handle—withstands 5-ton pull- 
out tests. Available in all patterns and weights. 
Other Rockets from $3.79.* 


Compare with hammers costing $1.00 more. 
Head is heat-treated 3 ways for hardness of 
face; strength at eye section; tough, springy 
claw action. Select hickory handle is fire-harden- 
ed, power driven and secure in 8-way tapered 
eye. Other nail hammers from $1.75.* 


sO) SiC). 21016) -) 8 2 Ne FAMOUS 
SLEDGE “Ket 
AXES 


Weights from 
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No. 2590HF-8 


(8 Ib.) 


Head forged from toughest carbon steel, then 
heat-treated and tempered by True Temper’s 
modern factory methods. Precision-machined 
face. Select hickory handle is power driven at 
the factory for proper fit. All weights and handle 
lengths. Other patterns also available. 


patterns, weights 


grades, f 


Kelly Perfect 
Dlele olism sie 
Michigan Pattern 


Six forged steel ridges inside the eye grip the 
hickory handle like a bear trap. Head and handle 
lock together securely. (Exclusive feature on all 
Kelly Perfect, Kelly Woodslasher, Flint Edge 
axes.) Prices range from about $4.50* to $10.80* 
on True Temper’s complete axe line. 


*All prices approximate suggested retail. 
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All True Temper snow shovels and pushers are 


L7 R U E y E M4 (=) FE, ke now shipped in space-saving, easy-to-store, new 


cartons. New Groove-Loc socket snow shovel con- 
struction lets you (or customer) lock them together 


O VW/ TO O yh Ss permanently, without nails or rivets. Fit them 
SN together as fast as you take them from carton. 


WIDE ALUMINUM NEW 
SNOW SHOVEL SNOW PUSHER fR\ PROMOTIONAL 
) F . CAR SHOVEL 


No. 118A 


Aluminum blade is long-ribbed for Aluminum-alloy ribbed blade. Steel Specially designed for automobile 
extra strength. Note extra long socket is firmly riveted to blade, and emergency use in snow, mud, sand 
Groove-Loc socket for maximum steel wear strip is riveted to back of cinders. Fits easily into any auto 
support. Matching grooves provide blade edge for longer life. Strip and trunk. ough, high-carbon steel 
permanent friction lock. Steel wear socket finished in bright red. Smooth, blade,. fire-hardened as handle 
strip riveted to blade. Other models, fire-hardened handle. Other models, Every car owner is ospect 


all price ranges. all price ranges Retails for about $2 


% 


*All prices approximate suggested retail. 


Flower 
Grower 


18 MILLION WESTERN CONSUMERS 


see and read these famous magazines that bring True 
Temper advertising to them consistently, year after year: 
SUNSET...LIFE...POST... TIME 


and many other leading publications. 


THE BEST WHOLESALERS IN THE WEST stock True Temper products. There is one 
near you, ready to serve your needs—give him a call. True Temper, Cleveland 15, Ohio. 
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Litho in U.S.A. 
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Southern Bell ox 


LEADING AMERICAN INDUSTRIES 
offer their employees the Payroll Savings Plan for U.S. Savings Bonds 


These are but a few of the leading firms which support the Savings @ 
Bonds program with more payroll savers than ever before in peacetime. 
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PRODUCTS 


HERE IS LATEST INFORMATION ON NEW AND IMPROVED MERCHANDISE 
YOU CAN SELL. FOR MORE INFORMATION CIRCLE NUMBER ON INQUIRY 


SUGGEST this electric scissors sew- 
ing kit for homemakers. Leatherette 
case contains thread, tape, thimble 
and needles. Scissors have 1/32 in. 
stroke for intricate patterns.—Speed- 
way Mfg. Co. 

For Details Circle 100 on INQUIRY CARD 





CHOICE of six barrels with model 
500 shotgun. C-Lect-Choke and mag- 
num full choke available on model 
500 and 500M. The 12-gage, 6-shot 
repeater has safety on top.—O. F. 
Mossberg & Sons, Inc. 

For Details Circle 101 on INQUIRY CARD 
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CARD ON PAGE 88 


MOTORIZED COLOR WHEEL can 
be sold for home use or used in your 
store’s holiday display. Amber, blue, 
green and red 12 in. acetate wheel 
lenses fold together for easy storage. 
—Penetray Corp. 

For Details Circle 102 on INQUIRY CARD 


COMPACT “KABINET” will brighten 
her kitchen all year. Bread section 
has inset cutting board and locks on 
a magnetic latch. Tilt-out bins are 
embossed with name of contents.— 
Speco Products 

For Details Circle 103 on INQUIRY CARD 


OUTDOOR or indoor Christmas fig- 
ures of rubber or vinyl make life-like 
displays for home or store. Illumi- 
nated from within, the figures are 
painted with bright weather-resistant 
colors.—Mold-Craft, Inc. 

For Details Circle 104 on INQUIRY CARD 


MULTI-PURPOSE HOUSE can be 
given to children as a playhouse or 
to adults as a storage shed or cabana. 
Pre-fabricated cedar sections form a 
4 x 5 ft by 66 in. house.—South Bend 
Toy Mfg. Co. 

For Details Circle 105 on INQUIRY CARD 
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SOCKET SETS in three different 
combinations of tools are being of- 
fered in a holiday package. Special 
cartons serve as personalized gift 
boxes and as displays as_ well.— 
S-K/Lectrolite 

For Details Circle 106 on INQUIRY CARD 


PRE-MEASURED hardware cloth is 
clearly marked in color for easy, 
quick, accurate cutting and selling. 
Dealers only have to count marks, 
cut and sell. Gilbert & Bennett Mfg. 
Co. 

For Details Circle 107 on INQUIRY CARD 


Set in- 


plastic kit or holiday box. 
cludes diagonal cutter, long nose plier 
with wire cutter and a tongue and 
groove utility plier with gripping 
jaws.—Truecraft Tool Co. 

For Details Circle 108 on INQUIRY CARD 
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SEE FOR A MILE with this sealed 
beam power lantern. Manufacturer 
claims lamp is capable of throwing 
beam over a mile. Lantern uses six- 
volt battery. Red blinker included.— 
H. J. Ashe Co., Inc. 

For Details Circle 121 on INQUIRY CARD 


ECONOMY MODEL with many of the 
higher priced features are used in this 
Pressure Pan. Full four-quart capac- 
ity. One-piece control limits pressure 
to 15 Ib. without adjusting.—Mirro 
Aluminum Co. 

For Details Circle 122 on INQUIRY CARD 


PUSH BUTTON CASTING is fea- 
tured with this closed face reel. It 
has the best of arbor type reel and 
fixed spool spinning reel in a compact 
size. Two spools of line included.— 
Johnson Reels, Inc. 

For Details Circle 124 on INQUIRY CARD 


“FOAM CORE” insulated tumblers 
won't leave moisture rings due to 
sweating on furniture. Wood-like 
outer surface stays room temperature 
while contents remain hot or cold for 
hours.—Crest Industries. 

For Details Circle 133 on INQUIRY CARD 


CORNING WARE new Homemaker 
set contains items for the new bride’s 
kitchen. Saucepans, lids, percolator, 
cradle and handle are gift boxed. All 
lids are transparent Pyrex.—Corning 
Glass Works. 

For Details Circle 153 on INQUIRY CARD 


ALL-ELECTRIC brochette cooks hot 
hor d’oeuvres right at table. Drip- 
pings fall into special shield prevent- 
ing flare-ups. Self-basting blends 
food flavors. Unit is 15% in. high.— 
West Bend Co. 
For Details Circle 156 on INQUIRY CARD 
(Continued on page 74) 
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g means strength, 
beauty, economy. 


CF.l 


STEEL HARDWARE PRODUCTS 
REGISTER WHERE 
IT COUNTS 9 


CFal Steel Hardware Products are manufactured for large volume 


sales—yours as well as ours. And there’s only one way to accomplish 


this that we know. That’s to keep our products moving past your 


cash register. The requirements are. . 


. quality products designed to 


satisfy customers and encourage repeat sales . . . a diversified line 


that will meet both impulse and planned customer requirements... a 


dependable source of supply that keeps your shelves stocked with 
merchandise that keeps moving. 


To find out more about how CFal products add up to increased 
sales, contact your CFal sales office today. 


HARDWARE CLOTH—For a thou- 
sand and one uses. In standard 
100’ rolls. 24” to 48” widths, in 
both Standard and Heavy Speci- 
fications. Heavily galvanized 
after weaving. 


POULTRY NETTING — Supplied 
in 150’ rolls, with widths from 
12” to 72”; 1” and 2” meshes; 
20 gage; galvanized before weav- 
ing. 


GENERAL PURPOSE WELDED 
WIRE FABRIC—Supplied in 100’ 
rolls, in six widths, from 24” to 
72”. Mesh sizes range from %%2” 
x %” to 2” x 4”. Gages from 
11-16. 


WOVEN ORNAMENTAL FENCE— 
Protective, decorative. In single 
or double loop galvanized con- 


structions. Light and heavy 
weights, in 30”, 36”, 42” and 48” 
widths and standard 100’ rolls. 


WOVEN FLOWER BED BORDER 
—Available in standard 100’ 
rolls; 16”, 22”, and 28” widths. 
Requires no posts, forms easily 
into any shape. 


INSECT WIRE SCREENING— 
Galvanoid, aluminum or bronze 
in regular widths from 16” to 
48”, 100’ rolls, standard 18 x 14 
mesh. 


MERCHANT WIRE—General pur- 
pose wire available in standard 
100 Ib. coils. Gages 6-18. Sup- 
plied either annealed or gal- 
vanized. 


STONE WIRE—Another general 
purpose wire, packed in 12 Ib. 


coils. Gages 16-27. Available 
black annealed or galvanized. 


NAILS—CFal makes nails in 
sizes, finishes, heads, points 
and shanks to suit virtually every 
type of construction need. 


BARBED WIRE—Full gage, gal- 
vanized and available in 2 pt., 
4 pt. and barbless construc- 
tions. Also High Tensile Barbed 
Wire. All 2 pt. barbs are placed 
4” apart and 4 pt. barbs 5” apart. 
Finished in full-length 80 rod 
reels. 


FENCE POSTS — Silver Tip Tee 
Line Posts available in 5’-8’ 
lengths in 6” increments. Silver 
Tip End and Corner Posts avail- 
able in 7’, 7’8” and 9’ lengths. 
All made from new billet, open 
hearth steel. Posts have baked 
on asphalt-base enamel finish. 


e495 


THE COLORADO FUEL AND IRON CORPORATION 


Denver « Oakland « New York 
Sales Offices in Key Cities 
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For Details Circle 12 on INQUIRY CARD 
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HOLIDAY 
GIFT 
SECTION 


Western hardware dealers have discovered that their stores 
have become an excellent family shopping center for gifts. 

Where can you find a better place to find gifts for men? 
There are hand and power tools, power mowers and other 
garden supplies, sometimes sporting goods, barbecues and 
other items for pleasure and work. For women, there are 
many housewares items, appliances, decorative ware as well 
as garden supplies. For chidren of all ages there may be 
wheel goods, toys and sporting goods. 

The following pages have been prepared to help you 
promote the best Christmas gift-selling season yet. 
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WHITE REINDEER, made of Styrofoam, prance above 
housewares at Bartlett Hardware, Berkeley, Calif. 


4 

FOIL STREAMERS flare out from a 
central cluster of ornaments at 
Walters Hardware, Portland. Red, 
green and silver balls and plumb- 
bob shaped decorations are sus- 
pended at center of store. 





> 
LANTERNS suspended from the ceil- 
ing of Grayson-Brown Hardware, 
Seattle, were made by putting two 
papiermache "half-lanterns'’  to- 
gether. Streamers are green. 
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. 
SANTA AND A CHOIR SINGER dress up 


hand tool display bins at Mountain View, 
Calif., branch of Palo Alto Hardware. Above 


wall section is large spray and ribbon to 
carry out the transformation. 


‘ 


SPUTNIKS, space capsules and other space- 
age objects replaced traditional trimmings 
at South Sheridan Hardware, Denver. Styro- 
foam plastic and fronds of tinsel are used to 
produce the decorations. 
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LARGE GOLD STARS of foil are 
suspended over the giftwares de- 
partment of Grayson-Brown, Seattle. 


Gold and silver hang from stars to 
wall. 


HARDWARE WORLD 





> 
"MAKE IT LARGE and make it 
white,'’ say the owners of Garvanza 
Hardware Co., Los Angeles. Painted 
Santa washes off window easily after 
Christmas. 


SNOW COVERED CITY design was 
repeated at bottom of each window 
at Bayview Hardware, Newport 
Beach, Calif. Christmas and New 


Year's greetings are stenciled above. 
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GARVANZA HARDWARE CO. 


PARKING 
IN REAR 
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LIFE-SIZE SANTA perches atop the 
doorway of Sierra Madre Hardware, 
Sierra Madre, Calif. With him are 
six attractively gift-wrapped pack- 
ages and a real tree with the usual 
holiday trimmings. 


PARKING 
IN REAR 





> 
GILT AND GLITTER sign promotes 
sales of these materials at Imperiale 
Hardware, Woodside, Calif. Sign is 
repeated at in-store display of gift- 
wrap materials. 

















CHRISTMAS TREES decorate Cherry 
Chase Hardware in Sunnyvale, Calif. 
Trees on top ot canopy are painted 
wood cutouts. Metallic trees not 
only trim windows and store interior 
but are samples to help sell the 
artificial trees. 


WINDOW PAINTINGS and printed 
material at Norman's Hardware, 
Downey, Calif., give window shop- 
pers holiday spirit. Each window is 
decorated differently. 
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FOR MANY YEARS Flintridge Hardware, La Canada, Callif., has found this type of sign effective in shopping center. 
The holiday message is placed high on the window so it can be read even when a small truck is parked in front. 


SANTA CUTOUTS and false window panes edged with saow decorate Falk Hardware in Beaverton, Ore. Suggested 
gifts for all are displayed in squares at bottom of window. Holiday hanging signs can also be seen through window. 
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, 
GIFT SUGGESTIONS surround waving Santa 
Claus at Hayseed Hardware, El Cajon, Calif. 
A five-foot square window area is set off 
by picket fence. 


6 
CHRISTMAS SALE of small appliances is 


promoted at Rancho Hardware, Sunnyvale, 
Calif. with a holiday setting. Metallic trees, 
a waving Santa and gift-wrapped packages 
attract window shoppers. 


, 
AN OVERSIZE DOG on skates decorates 
window of Farry's Hardware, Sunnyvale, 
Calif. Green tree decorated with multi- 
colored ornaments is a sample as well as 
part of display. 


* 

SILVER BELLS, aluminum tree and red floor 
make a festive window at Taylor Hardware, 
Pendleton, Ore. Bells are attached to strip 
of wire cloth stretched from top to bottom 
at back of window. 
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> 
ELF-LIKE characters create an en- 
gaging window at Island Hardware, 
Balboa Island, Calif. Gift-wrapped 
packages and holly wreath complete 
the holiday theme. 


> 
A CARDBOARD SANTA stands be- 
side an imitation brick fireplace and 
a cardboard tree. This window of 
Haymont Hardware, Hayward, 
Calif., promotes tools as gifts for 
men. 
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GIFT SUGGESTIONS take the fore- 


ground in the window of Dimmer 
Hardware, San Francisco. At rear 
is a metallic tree and tinsel garlands. 
Gift-wrapped packages are scat- 
tered among housewares items. 





“ie fF 


SANTA'S EXPRESS was made from stock items by Colorado Hardware, Pasadena, Calif. Santa 
peeks out of portable oven cab. Other items include: large galvanized can for boiler, pipe smoke 
stack, lids for wheels, rake cow catcher, etc. 


A REAL TREE brightens tool display at Peterson Bros. PINE CONES and fir branches decorate this two-level 
Hardware, Hayward, Calif. Colored ribbons radiate display at Hayseed Hardware, El Cajon, Calif. In fore- 
from center greeting to holly edge. ground an elf and fir branch are silhouetted. 
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. 
MINIATURE RAILROAD at Berkeley 
(Calif.), Hardware was ‘Built by a 
little boy, age 64.'' During the holi- 
days it was watched by many ‘‘little 
boys’ of various ages. 


NOEL STOCKINGS, filled with goodies and 
toys, hang from ceiling of Coast-to-Coast 
Store, Pendleton, Ore. 
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SANTA CLAUS DOLL serves as central fig- 
ure in the window display of Russell's Hard- 
ware, San Diego, as well as a prize. The doll 
stands in cardboard chimney under a large 
wreath. Holiday greetings and holly designs 
are painted on window. 





6 
WHEEL-GOODS are featured in 
Christmas window of Ascarate Hard- 
ware, El Paso, Texas. On window is 
painted a large smiling Santa Claus. 
Inside window is a metallic silver 
tree with assorted ornaments. 


‘ 
A LIFE-SIZE SANTA CLAUS and a 
life-size doll are featured in window 
of State Hardware, Walla Walla, 
Wash. Alongside the two figures is 
a large display of toys. Stuffed toys 
hang from a cord at rear of window. 


4 
CORNER TOY WINDOW of Ernest 


Hardware, Seattle, features an ani- 


mated Santa Claus. Red and white 
and green and white condy canes 
stand out against red paper wall 
backing. Behind Santa is an imita- 
tion fireplace topped by candelabra. 
Dolls rotate on turntable. 
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In this issue: 


SPRINKLER 
WITH A BRAIN 
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World's Most 
Fabulous Traveler 


tv 
AND MANY, MANY OTHER 
INTERESTING FEATURES 
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THE 
SPRINKLE 
WITH 

A BRAIN! 


Times itself! Oscillates! Shuts itself off! Just turn on the faucet and walk 
away. Melnor’s new No. 990 gives lawns exactly the right amount of 
watering, then shuts itself off when the job is done. No flooded lawns, no 
wasted water, no guesswork. And when you sell the Melnor No. 990, you’re 
actually making two sales in one—an oscillating sprinkler and an H.Off* 
Water Timer. Coast to coast TV will send you the customers! 


# Patent Pending 
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P] Melnor 
it’s 
1965! 


Skip a few years 
with Melnor. Sell the 
products in 1962 that 


others might offer in ’65. 
Sprinklers that think... 


sprinklers that roll 
(oyemestalemme)emmcxome- Duele bere! 
corners, and cover huge 
areas! And look for an 
even bigger TV 
campaign to top 
Melnor’s “Paar-ful” 
schedule in ’61. 
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LOWE ST Climbs, turns corners, covers more ground! Here’s a sprinkler that really 


gets around—yet stays within the reach of almost every homeowner. It 


PRICED costs % less than any other reel-type traveling sprinkler on the market! 
Melnor’s Roll ’n Reel* travels up to 200 feet, sprinkling all the way. It 


REEL TYPE waters huge, irregular shaped lawns automatically. Water pressure moves 
it along path of hose. Turns corners, goes up 10°-20° inclines with ease, 


TR AVELER! winds hose neatly around reel, ready for next trip. And with optional 
e Shut-Off Valve, Roll ’n Reel shuts itself off when sprinkling is completed. 


Another Melnor first! Here are the new Melnor Multi-fit « 

IN JUPLINGS . lings and menders that fix any hose in seconds. Two sizes fit 
e plastic and rubber hose—one for %”, 7” and 42”, the other for 

Mi! NOR 5” and %4”. There’s no need for special tools, just cut, insert a 


twist. Multi-fit couplings are self-threading, and form a vise-li 


Mi | TI FITS r leak-proof connection under the heaviest water pressure. A 
mate ° they can be released in seconds for re-use over and over aga! 


# Patent Pend 
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H20rF WATER TIMER 
MECHANIZES 

THIS COLUMN OF 
MELNOR SPRINKLERS! 


Automatic shut-off and water control for any sprinkler. Just 
attach Melnor’s remarkable Water Timer to the faucet, set 
the dial, and H:Off does the rest. It allows only the required 
amount of water to flow through the sprinkler, then shuts it off 
automatically. 


The market for Water Timers is wide open. Everyone wants to 
save time, work and water — homeowners who already own 
sprinklers, and new customers, too. Here’s your chance to make 
the extra sale. A Water Timer is the perfect companion to any 
one of the fine Melnor Sprinklers shown here. 


Melnor’s famous Oscillating Sprinklers cover rectangular areas 
up to 2400 square feet with a penetrating spray that leaves no 
dry corners, no flooded areas, and no wet sidewalks. 


The amazing Turret Sprinkler not only waters long, narrow 
strips, but big rectangular and square areas as well. Just turn 
the turret spray selector for the desired shape. 


Melnor’s Pulsator waters narrow wedges or full 90 foot circles. 
A flip of the dial aims the spray to the area needed without 
wetting adjacent areas. 


The Square gives efficient sprinkling at a budget price. 


Melnor’s Revolving Sprinklers not only do a whirlwind watering 
job, but are among the best sprinkler values in today’s market. 





And Melnor’s New Pistol Hose Nozzle operates with one hand, 
turns on and off, adjusts with a flick of the thumb. 








SEE BACK FOR FREE 
BONUS DEALS AND 

A FAST MOVING LINE OF 
GARDEN ACCESSORIES! 









MELNOR GIVES YOU FREE BONUSES IN 


0 “EARLY BIRD” SPECIALS 


an 


NEW BONUS ASSORTMENT OF 


SEE ’N SELL ACCESSORIES! 


No. 161S—68 individual pieces including 15 different items, with FREE 
3-sided counter display rack. 


Meinor’s See 'n Sell accessory line now in fast-moving, self-selling, full 
color skin-pack cards. This new assortment comes with a free 3-sided, 
_ revolving wire rack. 


TOTAL RETAIL VALUE: 70.56 
DEALER COST: 44.69 
DEALER PROFIT: 25.87 


Retail value of wire rack: $4.00 
ORDER NOW FROM YOUR MELNOR DISTRIBUTOR! 
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SANTA DESCENDS CHIMNEY in this gift window. Wav- 


ing Santa attracts attention of passing traffic. 


Animated Santa Helps 
Increase Volume 


Denver, Colo. 
South Sheridan Hardware 


A LIFE-SIZED SANTA CLAUS waved jovially at 
40 gift suggestions chosen as “ideal for every mem- 
ber of the family.” This holiday window helped 
Clarence Mueller’s South Sheridan Hardware, Denver, 
show a healthy increase in sales for the 1960 Christ- 
mas season. 

Mueller, whose store is located in a busy suburban 
shopping center, carefully planned this display. His 
biggest investment was the animated Santa Claus 
which waved a greeting with both hands and turned 
its head from side to side. Scattered around the 
Santa were gift suggestions for the family. 

The background, separating the display from the 
store, was first sprayed white, and then stenciled 
using a green spray with “Merry Christmas,” “Noel” 
and other greetings. 

Mueller selected the 40 gifts for the window on 
the basis of his selling experience in his trading area. 
There were, for example, half a dozen hand power 
tools, a similar number of sports equipment items; 
electrical housewares; dolls and toys; and a liberal 
sprinkling of “in-between” gifts. 

Throughout the holiday season, Mueller pointed 
out the display to every customer. He explained 
that each gift was selected because it was proven 
to be a popular item. This simple direct approach 
brought excellent results. 
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Christmas Trees 
Draw New Customers 


CHRISTMAS TREES earn their own way at Wan- 
lass Paint & Hardware, 5849 Whittier Blvd., Los 
Angeles. But more important, they promote “extra” 
sales in other departments. 

For 17 years the results have been the same. Not 
only do the trees promote sales of lights, cords and 
decorations but they bring people into the store and 
subsequently into other departments. 

Many of the tree sales are made to “never-in-the- 
store-before” customers. And each year many of 
these same customers come back again after the 
Christmas season. 

“T sell the trees slightly lower than ones on lots 
close by,” states owner-manager H. W. Wanlass. 
“This can be done because I have no extra rent to 
pay, or any additional employees to cut down the 
profit. My only additional overhead is for lights and 
that is next to nothing.” 

“We do not push the tree sales,”’ continues Wanlass. 
“We do no advertising, as such, for the trees. A few 
are put out front, while a few small trees stand at 
the back of the store. During the 1960 season we 
sold 250 trees.” 

Arrangements were made with the wholesaler for 
the return of unsold trees. Although Wanlass stocks 
only natural green trees, he can secure colored trees 
from the same supplier. 

Why no colored trees in stock? According to Wan- 
lass too large a stock is needed to suit the varied 
tastes of his customers. Also painting trees would 
require additional help. 

Carrying trees leads to many tie-in sales of orna- 
ments and lights. This might not be true if the 
sales clerks were not trained to suggest “We have 
lights and ornaments, you know. They are over here.” 

Trees are not put on display until December 8 or 
9. Experience has proved customers are not ready to 
buy before this time. From that date on customers 
come in to buy, not look. 


SAMPLE CHRISTMAS TREES are put out in front and a 
sign ‘Lots of Trees in Rear" painted on the window and 
Wanlass' is ready to sell 250 trees. 
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Doll Heaven 
Boosts Doll Sales 


SEVEN-DOZEN DOLLS were sold during the 
Christmas holiday selling period at Wilmot’s, Roswell, 
N. M., as the result of a window display. It was 
designed by Mrs. Jane Stapp, buyer of toys. 

According to Mrs. Stapp, “I used angel hair 
throughout. Above the dolls I made a cloud out of 
white cardboard and covered it with peach-colored 
angel hair.” The dolls were placed in the angel hair 
around a doll in a cradle. Each doll was dressed in 
a different costume. 

The first shipment of these dolls arrived in October. 
Seven dozen were sold before Christmas. A re-order 
of two dozen arrived after Christmas and all but 
four of these were sold by February 5. 

Not only did the display sell dolls, but many cus- 
tomers bought two or three pieces of doll clothing. 
Many also purchased cradles and other doll furniture. 

Mrs. Stapp has found that this technique of sug- 
gestive selling is successful with other items too. 
“T can get a $15 sale, starting with a 10¢ favor. At 
Wilmot’s we turn over a larger volume of favors 
than our competition.” 

Wilmot’s maintains a card file containing over a 
1000 names of children and their birthday dates. 
Mrs. Stapp sends out a birthday card in the form of 


DOLL HEAVEN was created in the window with angel 
hair and a little cardboard to give it shape. 


a cardboard bank four days prior to the child’s 
birthday. An exceptionally high percentage of cus- 
tomers respond by coming in to select birthday gifts 
for their children. While in the department they 
also select party favors and decorations. 

The store maintains an open display counter of 
10¢ favors the year around. Entire kits of party 
supplies are also on display. They each have a theme, 
like cowboys or the circus. The circus kit includes 
hats, balloons and related items. 

Metal circus animals are sold to decorate birth- 
day cakes, by using a model cake made of plaster of 
Paris. Mrs. Stapp decorates the cake with these 
novelty items to show how attractive a cake can 
look. She also uses holiday characters for Christmas- 
time parties. Customers shopping for party favors 
can get advice from Mrs. Stapp on other party 
arrangements and decorations. 





Holiday Success Leads 
To Year-Round Sales 


tions for two successive years. Furniture made way for 
toys (note stairway). 
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Lester Ireland Co. 
Hillsboro, Ore. 


NEVER UNDERESTIMATE the selling power of 
a good toy assortment, is the belief of the owners of 
the Lester Ireland Co., Hillsboro, Ore. 

Two years ago, owner-managers Vern R. Hays and 
Lloyd V. Ramp put in their first substantial stock 
of Christmas toys. They put them upstairs, in space 
made avaliable by the temporary displacement of 
some of their furniture. 

With no outstanding promotional effort the store 
sold approximately $7700 in toys during the first 
Christmas they stocked them. The owners repeated 
in 1960, and sold $8500. 

Impressed with Christmas sales the owners de- 
cided to expand toy sales throughout the year. They 
now carry a $700 to $800 stock of toys until the 
holiday selling period starts. 
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Service, Quality and Ads Help Holiday Sales 


Drumheller’s 
Walla Walla, Wash. 


Customers who need individual help in selecting 
Christmas gifts need only go to Drumheller’s in 
Walla Walla, Washington. The personalized service 
is offered by any one of the 24 employees who help 
to keep this old-time hardware firm as one of the 
retail leaders in eastern Washington. 

Each sales person spends the necessary time to 
help gift shoppers find the right item to suit the 
recipient. 

The holiday gift-buying season is stimulated by 
an impressive advertising program. Full-page ads 
are used to announce special Christmas gift sales. 
Throughout the holiday sales period television and 
radio spot ads are used to lure customers from the 
entire Walla Walla valley to the hardware store. 

Quality merchandise helps to keep Drumheller’s 
a prestige store for gifts. This is the reputation the 


FROSTY WHITE AND COLORS give housewares depart- 
ment that special holiday appearance. Ruth Thomas, 
25 years with firm, is ready to greet gift buyers. 
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FROSTED Christmas painting is an attractive backdrop 


for a window displaying hand and power tools. Revolving 
color wheel splashes colors on items at night. 


store has built up and maintained during its 61 
years of service. 

The firm started in a small one room store. Today 
it has a total of 100,000 sq. ft. of space. In addition 
to the regular homewares stock it operates a whole- 
sale steel and industrial department, retail furni- 
ture section and a sports department. It also has a 
parking lot which helps to bring customers to the 
store frequently. 

William L. Drumheller Sr., who manages the firm, 
plans to retire next year. His son, William L. Drum- 
heller Jr. is assistant manager. Another son, John, 
manages the tool and sporting goods departments. 
All three executives continue to extend the person- 
alized sales policy to their customers and prospects. 
It’s the same type of old-fashioned Western service 
initiated by the founder, Oscar Drumheller in 1900. 

Service is a big drawing card principally because 
their employees have many years of experience of 
serving Drumheller’s customers. They know the 
customer’s needs, likes and dislikes. Experienced 
store buyers are also always on the alert for new 
items or merchandise with improved quality that 
may appeal to the many store shoppers. 

A lenient credit program teams up with service, 
quality merchandise and advertising to bring in record 
crowds for holiday shopping. 
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THIS "PICTURE GALLERY" shows where the builders’ hardware sold by 


Mayer's can be seen in actual use. Note the varied types of architecture 


in the photos. 


Pictures Invite Sales Talks 


HARDWARE DEALERS who do 
not display ‘the end _ product’”’ 
where their builders’ hardware de- 
partment is concerned, are making 
a serious mistake. This is the 
opinion ot Harlan Blatchley, build- 
ers’ hardware department manager 
at Mayer Hardware Co., Denver, 
Colo. 


Mayer Hardware Co. has attract- 
ed considerable attention to its 
well-stocked builders’ hardware de- 
partment with a “picture gallery.” 
The “gallery” extends some 20 feet 
across the rear of the store. Di- 
rectly above the perforated board 
panels on which samples of build- 
ers’ hardware are shown, the “‘pic- 
ture gallery’ displays 16 framed 
8x10 in. and 10x14 in. photographs 
of outstanding new construction in 
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Mayer Hardware Co. 
Denver, Colo. 


the Denver area. Each utilized 
builders’ hardware from the Mayer 
store. 


Pictures in the display include 
photos of many of Denver’s best 
known businesses. In many in- 
stances, the photographs used were 
provided by the builder or archi- 
tect. Where they were lacking, the 
hardware store commissioned a 
commercial photographer to go out 
and shoot an impressive picture. 

The display pays dividends in 
more ways than one, according to 
Blatchley. It isn’t surprising for a 
housewife who has admired the 
hardware in a new store to notice 
the photo of the same store above 
the counter, and ask whether May- 
er’s can supply the same hardware 
for her new home. In this way, 


the retail divisions are frequently 
brought into the picture, according 
to Blatchley. 

Likewise, the photographs im- 
press building contractors and ar- 
chitects who visit the store. 

“One of our biggest builders’ 
hardware buyers,” says Blatchley, 
“was a contractor who came into 
the store for a small purchase. He 
noted that we had provided all of 
the hardware for a new luxury 
apartment house. The conversation 
which began in this way resulted 
in a profitable connection which 
has been expanding during each 
building season for several years.” 


Blatchley has found that this 
“who’s who” of new Denver co.- 
struction has done much to pro- 
mote good will and interest. 
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Western Dealer Will Guide NRHA 


Medford Dealer Started Selling When Nine 


Years Old as Newsboy in Chicago... 


Went 


West and Joined Hardware Wholesaler . . . 
Started a Retail Hardware Business 16 Years 
Ago ... Immediately Became Interested in In- 
dustry Activities as Well as Accepting Civic 
Responsibilities. 


AT THE HELM of the National 
Retail Hardware Association for 
the 1961-62 term will be Anthony 
R. (Tony) Manno. He has been op- 
erating Acme Hardware in Medford 
Oregon since March, 1945. 

Manno is known to the trade as a 
man of big stature although his 
physical height is a little less than 
average. His interest in his busi- 
ness, his community, his political 
philosophy is dynamic. He has all 
of the requirements to give the as- 
sociation unexcelled leadership. 


Started Working at Nine 


Manno, who was born in Chicago 
of Italian immigrant parents on 
July 15, 1914, has been a hard 
worker all of his life. He started 
his business career at the age of 
nine when he became a newsboy for 
the Chicago Daily News. He had a 
corner in the Loop of downtown 
Chicago where he yelled out the 
headlines every night after school 
and on Saturdays. 

His first venture into the hard- 
ware business was at the age of 12. 
He interrupted his newsboy career 
to work during his summer vaca- 
tion in a reighborhood hardware 
store. He put the proper size nuts 
on bolts, filled nail bins, ran errands 
and literally swept out the store. 
The hours were long ... the pay 
short. So when fall came he went 
back to selling papers downtown. 
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ANTHONY R. (TONY) MANNO 


In 1933 after graduating he came 
West. He got a job at the National 
Park Service which sent him to 
beautiful Crater Lake National 
Park near Medford. He worked as 
an office clerk. During his long free 
hours at the park he studied law 
and accounting with the Interna- 
tional Correspondence School and 
the University of Oregon Extension 
Service. 

Two years later he started in the 
hardware business for good. He ac- 
cepted a position with Lorenz Co., 
then a wholesale hardware firm in 
Klamath Falls. According to him 


he really learned the hardware 
business. He worked in every de- 
partment and became very fasci- 
nated with the operation. 


Learned About Retailing 
as Wholesaler’s Salesman 


This affiliation afforded him the 
opportunity of visiting nearly every 
hardware store in the vast region 
that they covered— Oregon and 
Northern California. He became in- 
timately acquainted with retailer 
problems and also retailer attitudes. 
He was particularly interested in 
merchandise display, store arrange- 
ment, lighting, advertising and 
promotion. He read avidly on the 
subjects at every opportunity and 
began planning a model store with 
novel embellishments in color 
scheme and design directed to cre- 
ate female acceptance. 

He spoke with many retailers 
about his ideas and while some a- 
greed that they had possible po- 
tentials none were willing to take 
the step to modernization. 

In 1941 Manno was promoted and 
appointed office manager of the 
Medford branch of the Lorenz Co. 
Four years later Manno started his 
own hardware store. 


Proved His Ideas as Retailer 


Now he had the opportunity of 
putting to practice many ideas in 
hardware retailing that he had for- 





merly tried to sell to other dealers. 

His first decision was that of a 
name. He wanted something easy 
to remember, readily accepted and 
one that would be listed at the top 
in directories and the phone book. 
Acme Hardware was his selection. 
Next he designed and had built 
locally all of his display fixtures 
to fit his 25 ft. wide by 80 ft. deep 
selling area. He painted the walls 
and ceiling a light ivory and in- 
stalled more than enough fluores- 
cent fixtures to make a very bright- 
ly lighted store 

The eight ft. sections of side- 
wall fixtures on the housewares 
and gift side were painted alter- 
nately pink and baby blue and trim- 
med in fire engine red with glass 
shelves and mirrored background 
in several sections. There were 
overhead spotlights to highlight 
special items. 

On the hardware side the wall 
fixtures were colored yellow, trim- 
med in red. The step-up islands 
carried the same color scheme to 
tie it all together. Bolts, nails, 


pipe and fittings and steel goods 
were located in the back of the 
store to encourage customers to 
walk past the attractive displays. 


This resulted in a terrific high 
volume of impulse sales. 


CAMPAIGN PARADE, during opening dinner at National Retail Hardware 


Most dealers consider this gen- 
eral practice today but these ideas 
were considered somewhat extreme 
in hardware retailing in 1945. 

Several wholesaler friends hélp- 
ed Manno stock his store. He also 
had the good fortune of getting 
stock from a hardware store that 
had been closed up with complete 
stocks of pre-war merchandise. 
Another dealer and Manno bought 
it lock, stock anu barrel and divided 
the inventory. This did much to 
help the grand opening and to 
make the store a smash success. 


Expanded in Two Years 


Only two years later Acme ex- 
panded into a new building more 
than twice as large. At that time 
Manno used NRHA designed fix- 
tures. Light pastel colors were add- 
ed to the main floor display and 
the original store fixtures were 
used on the mezzanine and in the 
selling area of the basement. The 
all glass front was a new depar- 
ture for hardware stores at that 
time. His store was one of the most 
modern and attractive hardware- 
housewares store on the West 
Coast. 


Although at the time the na- 
tional average spent on advertis- 


? 


Assn. Congress in Denver July 9-13, promotes a westerner, Anthony R. "Tony" 
Manno, Acme Hardware Co., Medford, Oregon, for president. President 
Manno was installed on final day of Congress. 
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ing by retail hardware dealers 
was slightly less than 2 per cent 
of gross, Manno had allocated from 
the first between 4 to 5 per cent of 
gross. He produced the image of 
Acme as the most up-to-date qual- 
ity store in the area. The policy 
produced results. 

One thing was missing at his 
second store. This was adequate 
customer parking facilities. This 
problem plus an unreasonable land- 
lord forced Manno to build his 
own building 10 years later. This 
time he located on the fringe of 
the downtown area with parking on 
the front and side of an L shaped 
structure. The store is on one 
floor with the main selling area 
50 by 114 ft. All of the fixtures 
were moved from the old store 
and were refurbished at the new 
location. The store was opened 
in March 1958. 


Not Too Busy To Work 
In Civic Affairs 


Manno says, “If businessmen are 
to prosper and have a community 
in which they desire to raise their 
children, they must work to create 
that type of community. Further 
they must speak out and make 
known their fundamental political 
beliefs or they have forfeited their 
rights to freedom from government 
controls.” 

Manno has lived up to every 
word of his belief. Back in 1935 
he was active in the Klamath Falls 
20-30 Club, a young men’s service 
club patterned after Rotary. In 
addition to the presidency of the 
Klamath Chapter he served as 
District Governor and in 1939 was 
elected to the national Board of 
Trustees. Also while in Klamath 
he served as a scoutmaster on the 
District Council of Boy Scouts. 
And when he moved to Medford he 
became a scoutmaster. He is one 
of the founders of the Medford 
YMCA and served two terms as 
president of the Board of Directors 
and Board of Trustees. 

In 1951 he accepted the cam- 
paign chairmanship of the Com- 
munity Chest for the local area. 
He was president in 1953 of the 
Medford United Fund and vice- 
president of the Oregon State 
United Fund. He served two terms 
as chairman of the Citizens Budget 


HARDWARE WORLD 





Committee of the City of Med- 
ford and is currently a member of 
the Kiwanis Club, Medford Cham- 
ber of Commerce, Elks Lodge, 
Knife and Fork Club, and Rogue 
Valley Country Club. He is also 
a Sir Knight of the Fourth De- 
gree in the Knights of Columbus 
and attends Sacred Heart Church. 


Also Active In The Industry 


Civic affairs didn’t take all of 
Manno’s time. He still had a little 
of his busy life to take an active 
part in the affairs of his Retail 
Hardware Association which he 
joined when he first started in 
the retail business. 

Because of his intense interest 
in advertising, merchandising, pro- 
motion and store management, he 
gave numerous presentations on 
these matters at the annual con- 
ventions of the North Coast Re- 
tail Hardware Association (now 


Pacific Northwest Retail Hardware 
& Implement Association). 


THIRD SITE of Acme store since 
1945 provides adequate parking 
both in front and at side. Store is 
located near downtown area. Manno 
believes ample parking is a neces- 
sity for most hardware stores. 
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He was elected to the Board of 
Directors in 1950. He served three 
years on the NRHA promotion 
and selling guide committee at In- 
dianapolis, which is comprised of 
retailers, wholesalers and manu- 
facturers. It was under the aus- 
pices of this committee that NRHA 
Hardware Week was originally 
launched. 

Manno became president of 
North Coast in 1953 and was next 
elected to NRHA Board of Gov- 
ernors in 1954 in San Francisco. 
He was selected as NRHA vice 
president last year at Philadel- 
phia and has completed his seventh 
year on the board. 


The Man Also Has Time 
For Hobbies 


Despite his activity in the store 
and his time devoted to Civic and 
Industry affairs, Manno still makes 
a point to spend an important part 
of his time with his family. His hob- 


bies are built around his family 
and include skiing and toboggan- 
ing in the winter and camping 
and fishing in the summer. The 
Mannos have two children, Anne, 
18 and Louis, 10. Both were born 
in the scenic Rogue River Valley. 


Manno Sees Problems 
Facing Dealers 


When asked what the biggest 
single problem facing independent 
hardware retailers today, Manno 
answered, “price and quality sta- 
bilization, so as to ensure, first, 
a good value to the consumer and 
secondly, a reasonable and honest 
profit to the retailer. This can be 
accomplished with the Madden 
Quality Stabilization Bill and I 
suggest that every retailer ac- 
quaint himself with the provisions 
of this important legislation and 
then make known his wishes to his 


(Continued on page 71) 


WALL SECTION of hand tools 
and sporting goods reflects Manno's 
thoughts that hardware dealers 
must stay abreast with new trends 
in fixtures and merchandising aids. 





Advertising Built Up Store Traffic 
for Fifty Six Years 


Valentine's, a Store with a Heart, Never Stops Building an 
Image .. . Advertising Includes Newspapers, Radio, Wholesalers’ 
Circulars, Directories and Direct Mail .. . Store Ties in with Most 
Community Promotions and Events . . . Firm Uses as Much Co-op 


Money as Possible 


By JOHN B. VALENTINE 


President 
Valentine Hardware Co. 
Boulder, Colorado 


WHEN I ASK DEALERS what is the basis for 
a successful hardware operation, they answer well- 
trained sales people, an attractive store with modern 
fixtures and good looking merchandise displays, in- 
ventory control, credit selling, wholesale connections 
and direct buying. 

All of these phases are very important. My own 
answer to the question, however, is that customers 
or store traffic is the basis for a successful opera- 
tion. It is the customers who leave the cash, if we 
are lucky, to buy a few extras for the family. 

What is my bid for store traffic? 

The Valentine Hardware Co. is 56 years old. Its 
building, erected in 1878, is 50 by 140 feet and covers 
three floors. The main business area is on the first 
floor, with a display area and storage on the second 
floor, and storage in the basement. The building 
has been modernized to some extent, but still retains 
many of its original features such as a rolling ladder 
along one wall. The store employs nine salesmen, 
bookkeeper, deliveryman, tinner, and upon occasion, 
my wife and daughter as bookkeepers. 

The stock consists of heavy and sh:lf hardware, 
housewares, sporting goods, mining supplies, tin- 





This is an abstract of a speech given by John B. 
Valentine on July 12 at the 62nd Annual Congress 
of the National Retail Hardware Association at 
Denver. 
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shop supplies and services, and garden supplies. 
We do not carry major appliances. The largest 
ticket items are power lawn mowers and dynamite. 


The Store Image is a Heart 


First, and foremost, we strive to achieve individu- 
ality and uniqueness in the eyes of the public. Our 
slogan “The store with a heart in the heart of 
Boulder,” and our use of the heart emblem in 
every possible way are our methods of impressing 
upon people that ours is not just any hardware store, 
but the Valentine Hardware Store. The heart emblem 
we use in our signature cut for the newspaper, on 
our stationery, on the electric signs outside the store 
and on the border around our ads in the newspaper. 

It is important for a store to carry the owner’s 
name, if possible, since it enables people to identify 
certain individuals with specific stores. 

It is beneficial to get as many news items in the 
paper as one can, using the store name, then keep- 
ing the store and its products in the public mind. 

I have heard many dealers question the need for 
using large amounts of advertising, and I suggest 
that they look to see if their competitors are ad- 
vertising. 

A glance at these newspapers shows four or five 
pages of Sears and Wards ads, to say nothing of the 
so-called hardware items advertised by department 
stores and super markets. 
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Appeal to the “Arm Chair” Shopper 


This is becoming an age of arm chair shoppers. 
Recent surveys of consumer shopping habits prove 
that the average consumer knows before he leaves 
home which stores he plans to visit. Therefore it is 
necessary for our advertising message to impress 
him while he is still at home. We want the intended 
purchases which account for up to 50 percent of 
a store’s volume business. 

It is necessary to find out what form of advertising 
gives the largest coverage at the lowest price. 
Our local newspaper in Boulder reaches 96 percent 
of the homes in our territory. It appears that most 
people subscribe to a local paper as soon as they 
move to a town to familiarize themselves with the 
names in the news. With so many new people moving 
to Boulder we think that our newspaper helps to 
introduce us to newcomers and they say, “Are 
you the Valentines with the hardware store?” 


Newspaper Ads Are Consistent 


Because we feel that our local newspaper gives 
us the largest coverage at the lowest price, we 
spend the largest part of our advertising budget 
there. 


We believe in constant and consistent advertising. 
We have carried a two column, six inch ad six days 
a week for 56 years. It is not our intention to have 
every ad bring customers flocking in, for this just 
doesn’t happen. We do believe, though, that the 
accumulated effect of having people see our ad in 


the same place in the paper day after day brings 
results. 


We try to relate our ads to circumstances. For 
example, if the weather man says it is going to snow, 
we run snow shovels, ice removers, etc. He crosses 
us up now and then but we are glad to hear the 
remarks people make on this score for we know 
our ad has been read. 


Ads Tie in With Special Events 


We try to take advantage of special occasions such 
as Father’s Day, Mother’s Day, Easter, etc., and to 
feature appropriate gifts. This type of advertising 
is obvious to everyone, of course, but it is surprising 
how many dealers do not tie their ads in with 
events. 

When new items come on the market we try to give 
each one a big push before everybody has it. We like 
to get in on the first sales cof an item and we also like 
to let the public know that our stock is up to date. 


Co-op Money Is a Great Help 


I should like to mention co-op advertising. 

Last year our newspaper advertising came to ap- 
proximately $7,000, of which we had to pay out 
only $5,000, while the other $2,000 was paid by man- 
ufacturers, jobbers, or the co-op advertising program! 

We think that the independent hardware dealer 
who does not avail himself of this program is losing 
money that belongs to him. Those of you who are 
not familiar with this free service offered by the 
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National Hardware Association can talk to the men 
from National. The extra $2,000 worth of advertis- 
ing because of participation in the co-op program 
was our bonus for the year and will pay our as- 
sociation dues for a long time. 


Radio Spots Used 5 Days 2 Week 


Since our Boulder radio station began operation 
we have always had a number of spot commercials 
throughout the week. At the present time we have 
two 30-second spot announcements Mondays through 
Fridays. One spot is situated between the local news 
at 5:30 in the evening. 

We also use wholesalers’ circulars, envelope stuffers, 
and yellow pages in the telephone directory. 

We take an active part in certain special pro- 
motions such as our Anniversary Sale late in Febru- 
ary, Down Town Sidewalk Sale in July, Boulder 
Bargain Days in April and October, and, of course, 
Hardware Week in the spring. For Hardware Week 
we ran half page and full page ads in addition to 
our regular daily newspaper ads. We have partici- 
pated in this sale every year since its inception and 
each year we have had an increase in sales and in 
traffic, in spite of the fact that during this time 
the number of hardware outlets in our town has 
more than tripled. 

When we do our buying we try to keep traffic- 
builders in mind. We look for something we can run 
as a big special which we have obtained in large 
quantities and at a good price. For example, since 
Boulder is a university town, we have a demand for 
metal waste-paper baskets for student rooms. The 
average cost of waste baskets is 70¢ and they retail 
from 95¢ to $1.10. Our competition was offering them 
at 79 and 89¢. We then bought two gross and put 
them on special during Hardware Week for 69¢. We 
sold over a gross. 

Frequently we are called upon to donate prizes 
for church affairs, PTA money raising projects, 
benefits of all kinds. We are happy to aid worthy 
causes, of course. As means of advertising we feel 
that the benefit we derive from donating is negligible, 
but we have found that by giving gift certificates in- 
stead of prizes we gain some lucky winner store 
traffic. 

Window displays and store decorations are good 
ways to draw traffic. 


Trading Stamps Not on Program 


With regard to trading stamps we have not felt 
that we would receive sufficient increase in business 
to warrant the expenditure of approximately 2 per- 
cent of our gross sales for stamps. We prefer to 
spread that 2 percent over several areas of ad- 
vertising. 

I should like to encourage every store owner 
to make himself known in his home town through 
participation in civic and church affairs. Undoubtedly 
most of you have found, as I have, that in addi- 
tion to the advertising a person does by this type 
of community participation, the benefits he derives 
as an individual are boundless. 





Stop Guessing . 


.. Get the Facts! 


Stock Control System Charts the Movement of Merchandise . . . 
It Releases Idle Dollars that Can Earn More Profits . . . System 
Should Guide Buying and Not the Want Book Alone . . . Planning 
Can Reduce Duplication . . . Dealers Can Reduce Buying Time 


By LYNNE KING 


Manager 
Ashton Brothers Co. 
Vernal, Utah 


We can improve the turnover of our inventory by 
better control and a more careful selection of the 
merchandise we stock. 

The overall inventory in most hardware stores is 
too high. In spite of the dollar investment, we do not 
always have the right item at the right time at the 
right price. 

The best way to realize a better profit is to stop 
guessing and get the facts on the movement of mer- 
chandise that we stock. 

How are these facts obtained? By an inventory 
control. This is how we have reduced inventory and 
increased turnover. 

We adopted an inventory control system in con- 
junction with The Salt Lake Hardware Co., one of 
our suppliers. They realized that a profit on an 
item isn’t made until the product is in the hands of 
the ultimate consumer. The flow of goods from the 
manufacturer to the wholesaler, to the retailer and 
to the consumer has to be a cooperative operation. 


Idle Dollars Put to Work 


Since installing the Stok-Chek System of The Salt 
Lake Hardware Co., we have been able to release 





This is an abstract of a speech given by Lynne King 
on July 12 at the 62nd Annual Congress of the 
National Retail Hardware Association at Denver. 
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many idle, dusty dollars from our inventory. We 
found, in many cases, that merchandise thought to 
be necessary in our inventory was too great. We 
were at a loss as to how it could be reduced, yet have 
ample stocks to fill our customers’ needs. 

Through the use of our inventory control system, 
we have been able to see in black and white the move- 
ment of merchandise. 

The system was installed in March, 1959. One of 
the first steps required was that I estimate what 
I thought we sold on each basic item in an average 
30-day period. This estimated sales figure was placed 
in our books for each item. Another figure was also 
placed opposite the same item which represented 
1% times the 30-day sale figure, or a 45-day supply. 


How Wrong the Estimate Was 


The later figure is established to allow ample time 
to order and receive replacement shipments of mer- 
chandise. 

How wrong I was on many items as to how much 
we sold in a 30-day period. We retailers might think 
we know the movement of merchandise, but I am 
afraid, that is a matter of opinion. Statistics usually 
prove otherwise. 

After the program had been in effect for six months, 
I went over the estimated sales figures of each item 
and adjusted them to a more realistic figure com- 
mensurate with actual sales trends. True, there are 
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exceptions at times as to the selling of items, but 
in most cases it is surprising to see how constant 
the rate of sales on a given item is month after 
month. I can tell this by looking in my Stok-Chek 
records, 

By reviewing my records, I found that in most cases 
my original 30-day sales estimate was too high. This 
showed me that the quantity of an item could be 
safely reduced, giving a better turnover on the item 
and reducing the amount of dollars invested in in- 
ventory. 

Through the systematic use of our inventory con- 
trol system we have been successful in virtually 
eliminating costly loss of gross profit through not 
being able to supply customers’ needs. These basic 
items which all hardware stores carry are bread 
and butter items which bring customers into our 
store. 


Don’t Depend on a Want Book 


One of the greatest penalties to a retailer’s busi- 
ness, as we see it, is to depend on a Want Book to 
replenish stock of these needed items. 

Through our inventory control system in two 
years we reduced inventory by 21 percent yet had a 
21% percent increase in sales. We enjoyed a better 
turnover and an increase in gross profit. 


From Three to One 


Another factor important in reducing inventory 
is the elimination of unnecessary duplication of items 
by analyzing inventory in our departments. 

I saw that we had two or three different brands of 
an item in the same price range. A good example 
of this is in builders’ hardware. We were carrying 
three brands of % inset chrome hinges that retail 
for 39 cents. By eliminating two brands we were 
able to get by with a third of the inventory. 

I read once that we are our worst competition. 
When it comes to inventory control, I am sure this 
is true. 

We obtain a line of merchandise that sells well and 
then we get excited and buy another. Apparently on 
the assumption that if one line or item sells good, two 
or three of the same item or line will sell twice as good. 
We often compete with ourselves and reduce sales 
on the item on which we are doing a profitable volume 
of business by buying another. In such instances, we 
are increasing our stock and the dollars invested 
in inventory without increasing our total sales. 

If hardware retailers could be assured of doubling 
their profits by doubling their inventory, our business 
life would be less complicated. 

By using the system, we now have a systematic 
method of checking our inventory and buying. Be- 
fore the adoption of this program, we did our buying 
in a more or less hit or miss manner. Many bins were 
overlooked and basic items were often missed due 
to these poor buying practices. Now each department 
in the store is checked on schedule, once a month, 
thereby eliminating the chance of overlooking basic 
bread and butter items. 
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Dealers Spend Too Much Time Buying 


The lack of good inventory control has created 
a situation whereby the principals of a retail organ- 
ization spend too much time buying merchandise, 
generally from too many suppliers, leaving too lit- 
tle time to the productive end of the business. 

By using the Stok-Chek System it takes far less 
actual man-hours time to buy than the old hit and 
miss method. It takes the guess work out of buying 
as well as to make it possible to safely delegate 
this responsibility. 

The installation of the system required a rearrange- 
ment of our merchandise to conform to the listing 
on the Stok-Chek pages. This makes it possible to 
get maximum benefit of selling related items as well 
as to minimize the amount of time required of our 
people to maintain the regular checking and ordering 
schedule. 


System Helps Clerks Gain Product Knowledge 


Another phase of the system which I like is the 
product knowledge that each of my clerks gains 
through the regular checking of the items in each 
of our departments. 

Each salesperson is assigned a number of these 
books to check. They check the same book for six 
months. Then the books are reassigned. By check- 
ing merchandise in the various departments they 
become better acquainted with the movement of the 
goods, the merchandise itself and price ranges that 
we carry. Our employees have been able to increase 
their individual sales because of this knowledge 
of merchandise carried through to suggestion selling 
of related items. 

The regular and consistent 30-day check makes 
it possible to maintain an orderly display of our 
merchandise. We have a place for everything. Every- 
thing is kept in its proper place. Our people can 
better serve our customers and in less time. 

Another outstanding feature of the system is 
that it makes it easy to use variable pricing. Gone 
are the days when hardware retailers can be satisfied 
with a straight 50 percent markup on all items we 
inventory. 


Set Mark-Up Is Out 


One of the features we particularly like about 
our inventory control system is that information 
concerning retail pricing of each item is constantly 
available to us. This is the same system as recom- 
mended by the National Retail Hardware Asso- 
ciation and which was developed through careful 
research by the Indiana University. 

Out of the 5000 items listed on the Stok-Chek pages 
approximately one-half of the items have to be 
sold on a strictly competitive basis—priced accord- 
ing to the manufacturers’ suggested resale prices, 
or the average 50 percent markup items—but the 
other 50 percent can be marked up from 60 to well 
over 100 percent. 

At the present time we are controlling approxi- 
mately 4000 items of our hardware inventory. 
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ATLANTIC CITY HIGHLIGHTS 


Hardware Wholesalers, Manufacturers, and Sheet Metal Dis- 
tributors Will Hold Joint Conventions at Atlantic City .. . Octo- 
ber 22 to 25... Westerner Howard Price of Salt Lake Hard- 
ware will preside at Wholesaler's Sessions 


Three industry organizations will 
again hold their meeting jointly at 
Atlantic City from October 22 to 
25. The National Wholesale Hard- 
ware Association will hold their 
67th Annual Convention. The Amer- 
ican Hardware Manufacturers As- 
sociation will hold their 121st 
semi-annual meet. The National 
Association of Sheet Metal Dis- 
tributors will hold their 51st annual 
meeting. 

Hotel Dennis will be the head 
quarters for the three organiza- 
tions. The Conference Booths will 
be in the Convention Hall on Mon- 
day and Tuesday (Oct. 23 & 24). 

On Oct. 22, the opening day, 
there will be a joint Presidents’ 
Reception at the Dennis. 


Price Heads Wholesalers 


Howard W. Price, executive vice 
president and general manager of 
Salt Lake Hardware, Salt Lake 
City, is serving his second year as 
president of the NWHA. He will 
preside over the first session, which 
opens on Oct. 23, at 10:00 a.m. 
After giving his annual address, 
Robert A. Haw, president, Haw 
Hardware Company, Ottumwa, 
fowa, will discuss “The Problem of 
Security.” He will be followed by 
a panel discussion, “How to Moti- 
vate Salesmen.” Gordon W. Hill, 
vice pres., J. Russell & Company, 
Holyoke, Mass. will discuss ‘Prize 
Contests and Sales ‘Gimmicks’.” 
William A. Parker, Jr., vice pres., 
Beck & Gregg Hardware Company, 
Atlanta, Ga., will discuss “Sales 
Meetings, Including the Use of 
Skits and Role Playing.” John Sieff, 


sales manager, S & M Company, 
Minneapolis, Minn., will talk on 
“Compensation and Incentives of 
Recognition.” Charles L. Hildreth, 
Jr., manager, Emery-Waterhouse 
Co., Manchester, N. H., will discuss 
“Field Supervision and Communi- 
cations.” 

Members of the AHMA are es- 
pecially invited to the Wholesalers’ 
Wednesday (Oct. 25) meeting. H. 
L. Thompson, Jr. chairman on 
Equal Taxation—NWHA and pres., 
Bostwick-Braum Company, Toledo 
Ohio, will explain “The Status of 
Equal Taxation.” Andrew B. 
Young, Esquire, of Stradley, Ronon, 
Stevens & Young, Philadelphia will 
talk on “Our Antitrust Laws and 
Distribution.” “Approaches to 
Greater Efficency and Improved 
Profits” will be discussed by Char- 
les M. Harrell, pres., Bluefield Hard- 
ware Company, Bluefield, West 
Virginia, and J. L. Meagher, pres., 
Stratton & Terstegge Company, 
Louisville, Ky. 

“Comments on Sales Motivation”’ 
is a report of the NWHA Commit- 
tee on sales motivation, given by 
the chairman James P. Townley, 
pres., Townley Metal and Hardware 
Company, Kansas City, Mo. “A 
Close Look at Hardware Distribu- 
tion” will be a discussion based on 
interviews with wholesalers, re- 
tailers and their management and 
sales personnel. It will be given by 
Reed Drummond, marketing spe- 
cialist, Glenview, III. 


Three Groups at Joint Sessions 


The three industry groups will 
meet jointly on Oct. 24 at the Shel- 
burne Hotel. Three speakers will be 


featured. Clyde H. Wilkinson, pres., 
Air Conditioning Division, American 
Radiator and Standard Sanitary 
Corp., New York, N. Y., will talk 
on “The Development of Second 
Line Management.” George P. Sul- 
livan, editor, IRON AGE, Phila- 
delphia, will discuss ‘Foreign Com- 
petition— What’s the Answer?” 
Honorable John O. Pastore, United 
States Senator from Rhode Island 
and Vice Chairman, Joint Commit- 
tee on Atomic Energy will give an 
address to the members. 


40 & Under To Hear Speaker 


Aaron 
Rosenthal 


The 40 and Under Club of the 
American Hardware Manufactur- 
ers Association will hold their 
meeting on Oct. 23. 

“Short-talker” will be Aaron M. 
Rosenthal, chief of the Furniture, 
Housewares and Sporting Goods 
Branch, Consumer Durables Div., 
U. S. Department of Commerce. 
Rosenthal will speak at _ their 
breakfast meeting on Monday at 
8:30 a.m. in the Claridge Hote}. 


Central States Party 


The Central States Hardware 
Club will hold their 21st Annual 
Stag Party on October 22 follow- 
ing the Presidents’ Reception. It 

(Continued on page 71) 


HARDWARE WORLD 





Dealer Joins In Civic Celebration 


Izant Hardware 
Soquel, Calif 


FREE PUBLICITY and good 
will can be had by the dealer who 
will participate in his local town’s 
annual civic events. Izant Hard- 
ware, Soquel, Calif., discovered this 
when they set up a striking and 
educational window display of 
Lincoln era antiques during So- 
quel-O-Rama. The event was the 
town’s annual old-time celebration. 

Main feature of the window was 
a life-like figure of Lincoln bor- 
rowed from a local wax museum. 
Other items collected for the dis- 
play included an 1865 newspaper 
with the story of Lincoln’s assas- 
sination, a John Wilkes Booth re- 
ward poster, a Lincoln-Johnson 
election poster and furniture items 
of the day. 


WAX FIGURE of Lincoln meditates in window display full of Civil War 
antiques during Soquel-O-Rama celebration in Soquel, Calif. 


Also on display were small de- 
nomination paper bills under one 
dollar called “postage stamp” 
money which was used during the 
Civil War. The money was printed 
to take the place of coins to con- 
serve metal. The resemblance of 


the money to postage stamp de- 
signs of the time gave it its name. 

Taking part in local celebrations 
such as this one offers a store an 
opportunity to gain a favorable 
and lasting image in the com- 
munity. 





NAIL KEGS 
USED FOR 
MASS DISPLAY 


BULK NAILS are not the easiest 
things to display for impulse sales. 
At Whiddon’s Hardware in South 
San Gabriel, Calif., a way has been 
devised. 

Bulk nails are kept in old-fash- 
ioned nail barrels mounted in a 
wall display. The barrels are placed 
in rows of six across and four high. 
Each barrel is placed at an angle 
to prevent nails from falling out. 
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A small card is placed under 
each barrel giving the nail size and 
price per pound. On a counter in 
front of the display is a scale plus 
paper bags for filling orders. 

With this display, store emplcy- 
ees can quickly fill customer orders 
and also refill the barrels when 
necessary. 

As a profit-maker, the eye-level 
display is a constant reminder to 
customers to pickup needed nails. 





BULK NAILS get customers’ atten- 
tion when mass displayed. 
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Let The Rope Hang 


Ayres Hardware 
Los Angeles, California 


Storing and displaying ropes presents no problem 
to Ayres Hardware, 10577-81 W. Pico Blvd., Los 
Angeles. Boxes of rope are placed on a high shelf, and 
the rope ends are then put through screw-eyes. They 
extend down so prospective customers can handle 
them. 

And handle them they do! Sales have increased 
since this method of handling rope has been installed. 
It brings about impulse sales according to the man- 
agement. 

Employees find it a time saver. Other methods re- 
sulted in the rope getting tangled, or allowing too 
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FURNSHED 
| HOUSE yy 
FOR RENT iy 


much of it out where it didn’t belong. Now many cus- 
tomers wait on themselves. They are happy and so is 
management! 





Color-Blind Hardware Dealer 


Finds New Paint Systems 


Make Mixing Colors Easy 


ALTHOUGH DEALER ART MOORE is color blind, 
he has no qualms when asked to mix a precise shade 
of paint. “Using today’s methods,’ he explains, 
“there’s no problem. I may not see a color as others 
do, but by strict conformance to the recipe, I always 
come up with it.” 

Moore, who owns Moore Hardware in South Lag- 
una, Calif., lets the blender be his color sense. Using 
recipes from the back of the color tabs, Moore selects 
the correct colors from the wide variety stored in 
gallon cans. Each can has a stirring device which he 
turns manually with a single crank. Using a vacuum 
operated color gun, he draws the exact amount of 
paint through a socket in each can. 

Moore has a complete set of recipes and color tabs. 
Colors are listed alphabetically for quick reference. 

The system has helped Moore eliminate wastage 
and bring higher profits. And if customers guess 
Moore is a color-blind dealer they won’t be able to de- 
tect it in the paint department. 
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These Western Dealers are Keeping Up to Date 


News About New Stores, Modernized 
Stores and Aggressive Merchandis- 


CALIFORNIA 


Redwood City Store Opens 


A large stock of paint and paint- 
ing and plumbing supplies are car- 
ried by the new Marsh Manor 
Hardware Co. in Redwood City, 
Calif. 

In addition, owners Bill and Bob 
Hassett say the store will stock 
garden supplies, electric appliances, 
electrical supplies, giftwares and 
homewares. 

A three-day celebration with 
many gifts was held to announce 
the opening at 3710 Forence St. 


New Pasadena Store Opens 


Shoppers in Altadena, Calif. will 
find that the new store, Damon 
Hardware and Paint Co., 1848 N. 
Allen Ave., is open every day. 

Another feature is an adequate 
parking lot. The firm has an ex- 
clusive Altadena dealership for Old 
Colony Paint. 

New owners Mr. and Mrs. George 
Damon formerly owned a store in 
Whittier, Calif. 


Gains Sales Area In Move 


Turner Hardware, Lodi, Calif., 
relocated their store recently after 
30 years in one location. Owner 
Paul Feeley completed the move 
in just one day. 

The new store represents an in- 
vestment of $200,000. It will, in 
addition to providing a larger sales 
area, be located in an area with 
heavier foot traffic. 
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ing Programs 


Store sales space will be 50 per 
cent larger, totaling 7000 of the 
12,000 sq. ft. This permits expan- 
sion in housewares, hardware, 
toys, sporting goods and paint. 

A two-story stock area is lo- 
cated at rear of store. Business 
offices are located on mezzanine. 


Customer Service Featured 


Personalized service for the do- 
it-yourselfer and mass distribution 
of quality merchandise will be the 
goals of the new branch of Handy 
Hardware and Paint. 

The new Pasadena branch will 
be managed by Sidney Pivnick, 
president of the chain of three 
stores. General manager of the 
firm is Abraham H. Samson. 


Stocks $100,000 in Hardware 


More than $100,000 in hardware 
will be stocked by the new Santa 
Ana, Calif. branch of Ward & Har- 
rington. The combined lumber yard 
and home center will feature mer- 
chandise for the do-it-yourselfer. 

Opening staff for the hardware 
store includes 35 men and women 
under the supervision of manager 
Ted Schafer. The new hardware 
section occupies a newly construct- 
ed building in a functional design. 


Paint Inventory Increased 


The paint department of Sun- 
Ray Hardware, Chatsworth, Calif., 
was recently remodeled to accom- 


modate a larger selection of plas- 
tic and rubber base paints which 
are being heavily promoted. 

Paint, patio furniture, barbecues 
and other summer items were of- 
fered at a special second annual 
summer sale. To stimulate the 
event, a tabloid circular was dis- 
tributed in the store’s immediate 
trading area. 


Glendora Firm Adds Gifts 


Gift and glassware lines will be 
added to the Wells Brothers Hard- 
ware, Glendora, Calif., by new 
owner Harold Wells. In addition, 
Wells plans to increase the size of 
his tool and paint inventory. 

Wells recently purchased the 
hardware store from Henry Med- 
ema. It is located at 348 W. Foot- 
hill. 


Fairfax Store Opens 


General hardware, paint and 
American-made tools will be car- 
ried by the new Town Hardware in 
Fairfax, Calif. Partners in the ven- 
ture, Harold Weiss and Robert 
Seiterz, opened the store at 1593 
Sir Francis Drake Blvd. 


Gift Given With Purchase 


With every purchase of $2 or 
more a hand garden trowel was 
given free during the opening of 
John Womack’s new store in El- 
sinore, Calif. 

Free cold drinks were provided 
for all guests at the opening. A 
Philco clock radio and other prizes 
were awarded. 
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Owner-Built Store to Open 


The new hardware store in Peh- 
lan, Calif., represents the do-it- 
yourself project of its owners. 
Working weekends, the two own- 
ers, Carl C. Copenhaver and Hal- 
lard Osborn, built the lumber and 
hardware store themselves. 


IDAHO 


Three Give-Aways Promote 
Successful Grand Opening 


Metal fixtures that resemble 
wood, and gun racks that revolve 
on ball bearings are among the 
features in the new Morgans Hard- 
ware, Burley, Idaho. 

To celebrate the move to the 
new building in the Overland Shop- 
ping Center, Morgans held a week- 
long grand opening. During the 
opening, keys were made to order, 
knives sharpened and wallets and 
key cases were personalized free of 
charge. There was a free merry- 
go-round and Sno-cones were given 
away. 

The 6000-square-foot store is 
lighted by seven rows of neon fix- 
tures. Art work by Twin Falls, 
Idaho, artist Carl A. Orrin dec- 


orates the walls. Leslie V. Morgan 
is the owner. 


New Idaho Coast-to-Coast 


All types of hardware and auto 
supplies will be available at the 
new Coast-to-Coast store in Em- 
met, Idaho. 

The new store occupies the for- 
mer post office building. Before the 
opening, remodeling included the 
addition of new floors and lighting, 
fresh paint and a glass and alumi- 
num store front. 


NEW MEXICO 
Carlsbad Store Re-Opens 


A new building, replacing the 
one destroyed by fire in January, 
was formally opened by Loving 
Hardware & Lumber Co., Carlsbad, 
N. M. 

Hardware, lumber and building 
materials make up the new stock. 
This replaces stock which was com- 
pletely destroyed in the fire. 

The new building measures 50x78 
ft. It is owned by Don Carver, 
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W. E. Parchman and E. G. Parch- 
man. Don Carver is manager of 
the hardware store, assisted by 
W. E. Parchman. Carver’s wife 
will handle the company book- 
keeping. 


OREGON 
Old Store Name Restored 


The new owners of the Leslie’s 
Farm and Feed Store, Portland, 
have restored the previous name 
of Scott’s Hardware. Mr. and Mrs. 
Wes Anderson decided on the name 
change because of the store’s long 
business history under this name. 

At the grand opening, paint, mir- 
rors and plastic drop cloths were 
given away as prizes. The children 
received balloons. 

The store carries a complete line 
of paints, plumbing, electrical, gen- 
eral and builders’ hardware. Feed 
is sold and it is one of the few 
stores in this metropolitan area 
which carries bales of hay and 
straw. 


Salem Coast-to-Coast Sold 


Edwin Darby has purchased the 
Coast-to-Coast Hardware in Salem, 
Ore. Former owner was Byron E. 
Cooley who has operated the store 
at 447 Court St., NE, for the past 
10 years. 


Aurora Hardware Opens 


John W. Adelblue and James 
Albers have opened a new hard- 
ware store in Aurora, Ore. The 
firm is located in a concrete build- 
ing on highway 99E. 





What do you mean | just bought a 
mail box? | don't need one. | was just 
looking. 


WASHINGTON 


Toppenish Hardware Store 
Serves Do-It-Yourselfers 


Do-it-yourself merchandise and 
services will be featured by the 
new Coast-to-Coast affiliate in Top- 
penish, Wash. 

New owners Mr. and Mrs. Har- 
old Burkholder plan a shop de- 
signed especially for service to 
home plumbers and another in the 
electrical line. The services of an 
electrical engineer will be available 
to do-it-yourselfers who want to 
layout their own electrical systems. 

Since Burkholder had been a 
carpenter by trade, he puts this 
skill to work in building equipment 
for the store. Among his projects 
will be a storage shelter on the 
2d to new quarters at nearby 2115 - 
rear of the store. 

Aside from special services, the 
2100-sqaure-foot store will carry 
hardware, sporting goods, auto 
parts including cires and batteries, 
housewares, gifts and paint. 


Cal’s Hardware Opens 


Between 400 and 500 Monroe, 
Wash., residents attended an open 
house at Cal’s Hardware. Mr. and 
Mrs. Cal Prentice planned the event 
to introduce themselves as_ the 
new owners of the hardware. 

Visitors to the West Main St. 
store were eligible for prizes. A 
barbecue, “Barbie” doll, a hand 
mixer and wheelbarrow were given 
away during the opening. 

Cal’s Hardware was formerly 
owned by Miss Carolyn Byron and 
was operated under the name of 
Byron’s Hardware. 


Whitely Opens In Washiucna 


A stereo set and many other 
prizes drew crowds to the grand 
opening of Whitely Hardware, 
Washtucna, Wash. Raymond Han- 
sen, Spokane, Home Town Hard- 
ware representative, assisted dur- 
ing the two-day celebration. 


“Get-Acquainted Sale” Held 


A “get acquainted sale” was held 
by the new owner of Ziebarth’s 
Hardware, Seattle. Larry Stum- 
baugh recently purchased the store 
at 3715 East 45th St. in the Laurel- 
hurst area. 
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MERCHANDISING 
AIDS 


SEND FOR HELPFUL ITEMS BY CIRCLING NUMBER ON CARD ON PAGE 88 








RENT TO SELL is the idea behind 
this compact merchandiser. Sign 
suggests customers rent machines at 
$1 per day. It shows what supplies 
to buy for its use. “Hire A House- 
boy” display contains space for three 
polishers, varied supplies plus free 
20-page instruction booklets.—Red 
Devil Tools 
For Details Circle 167 on INQUIRY CARD 


COLOR SELECTOR display rack 
has “take home” paint chips in 90 
colors. Tints-All tubes or cans said 
to color any type of paint.—Sheffield 
Bronze Paint Corp. 

For Details Circle 168 on INQUIRY CARD 
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GIFT WRAP CENTER displays all 


materials in an island or end unit. 


Four different units contain from 


$200-500 retail stock.—Cleo Corp. 
For Details Circle 169 on INQUIRY CARD 


DISPLAY 730 CHRISTMAS 
BULBS in a space 37x14 in. Indoor 
and outdoor bulbs are boxed in as- 
sorted colors—Westinghouse Electric 
Corp. 

For Details Circle 170 on INQUIRY CARD 


GIANT SALT DISPENSERS are in 

colorful floor stand. Salt is for use 

in car or home.—Rosmar Mfg. Co. 
For Details Circle 171 on INQUIRY CARD 


HOLIDAY FLOODLIGHTS in ship- 

ping display cartons. Choice of four 

colors of bulbs.—General Electric Co. 
For Details Circle 172 on INQUIRY CARD 
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THE LINE 


QUALITY 


GB 


WIRE PRODUCTS 


FENCE, FLOWER BORDER & TRELLIS 


VINYL - GARD WELDED 
FLOWER BORDER AND TRELLIS 


14” above ground . .. close 2” x 254” 
mesh protects against small animals. 
Vinyl coating protects against rust. 

7 separate stakes provided free, 
afford flexibility and support not 


found in ornamental border. 
25’ rolls. 


COLORS: 
LAWN GREEN 
OR 
HOUSE WHITE 





VINYL - GARD WELDED FENCE 


gelling display 
jo i EVERY 
parton for fast 








ZT merchandising. 

















2" x 254" MESH 
36” HIGH 
48” HIGH 


The ideal home 
fencing ... by far the 
easiest to put up... 
no stretching . . . just 
hang it on posts... 
never has to be 
replaced. Lawn green 
color almost invisible 
against grass or 
garden . .. retains its 
beauty year after 
year. 50’ rolls. 



































TH A DIFF 


QUALITY 


GoB 


ee PE eOvUCcTs 


TRIPLE-PAGK 


The Package Thot Means 


@ NO UNROLLING © NO MEASURING 
@ NO RE-ROLLING @ NO TYING , 
@ NO REMNANTS e@ NO FRAYED NERVES @ 


..ONE MINUTE NETTING SALES. 
NOW...A WOMAN CAN SELL NETTING 


THREE READY-MADE PACKAGES 


FOOT FOOT 
rou. a4 25 ROLL 


ELIMINATE REMNANTS — ENJOY FULL-ROLL, FULL-PROFIT SALES 


TRIPLE-PACK TAKES THE NUISANCE OUT OF 
NETTING AND PUTS THE PROFIT BACK IN. 


NO HAULING BULKY ROLL TO AND NO UNROLLING, MEASURING NO ROLLING UP AND TYING UP NO FIGURING PRICE OF 
FROM STOCK ROOM... AND CUTTING ... PIECE FOR CUSTOMER .. . ODD-LENGTH PIECE . . 





QUALITY 


Cots =] 


Al PRODUCTS 


HARDWARE CLOTH 


REDI-MARK IS THE ONLY HARDWARE 
CLOTH WITH A PRE-MEASURED EDGE 
— CLEARLY MARKED IN COLOR 

12 INCHES. 


e@ NO MORE AWKWARD INACCURATE MEASURING .. . 
NO MORE GIVING AWAY PROFIT. 


e FIGURE UP REDI-MARK FOOTAGE . . . QUICKLY 
AND ACCURATELY. 


e@ CUT AT THE MARK AND MAKE THE SALE. 


REDI-MARK IS A PLEASURE TO SELL! 





-0. See © THE OLD WAY © THE REDI-MARK WAY 

















QUALITY 


GSB 


WIRE PRODUCTS 






Use Inquiry Postcar 





THE LINE WITH THE 
iff ; 
erence 


ANNOUNCES 
ITS NEWEST 


ADDITION 


} ao 7 


ing saw horse brackets and 
table leg brackets. Special s 
ping, self-display cartons ha 
color card for added impact : 
of-sale. Three assortments 2 
Customers can make their o 
tables, saw horses, ping pon; 


* sean the ing tables. Dealers can use 


for temporary displays or fo 











flor ence. biaaeaencon 
makes : : 
= §=—- WIRE. PRODUCTS 
LASER TOSEU ! 


CORNER PET BUSINE 
ae this 55 in. high “K-9 Korner 
a A of 180 dog and cat collars. |] 
WIRE PRODUCTS rack is topped by chart shov 
rect size according to breed 
Leather Goods, Ince. 
GILBERT & BENNETT MFG. CO. For Details Circle 174 on INQUII 
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card for Further Information About MERCHANDISING AIDS 








} for display- 
and folding 
‘ial self-ship- 
is have four- 
yact at point- 
nts available. 
eir own train 
pong or din- 
use brackets 
or for special 
Chas. O. Lar- 


NQUIRY CARD 


SINESS with 
orner” display 
irs. Revolving 
_ showing cor- 
breed.—Hayes 


NQUIRY CARD 





ENCOURAGE IMPULSE SALES 
with these self-service dispensers. 
Each rack takes only 1% sq. ft. of 
counter space. Boxes drop automati- 
cally supplying furniture nails, thumb 
tacks, nails or tacks. Refill from 
back.—Atlas Tack Corp. 

For Details Circle 175 on INQUIRY CARD 





TWIN -TANK 
holds cleaning fluid and rinse water. 
=xcellent rental equipment.—Ameri- 
can Floor Machine Co. 

For Details Circle 176 on INQUIRY CARD 


WALL WASHER 





FISHING TACKLE display takes 24- 
in. floor space. Two-sided rack holds 
cards of fresh and salt water tackle. 
—Four Seasons Co. 

For Details Circle 177 on INQUIRY CARD 






JOHNSO 


ALL-PURPOSE 


air compressor 





umect one « WO BELTS 


BUDGET PRICED air compressor 
kits have free displays with minimum 
order. Choice of floor or counter 


units.—Johnson Service Co. 
For Details Circle 178 on INQUIRY CARD 





WOOD STAINING SUPPLIES are 
displayed in self-merchandiser. Box 
holds stain, finish and applicator.— 
Beverlee’s Satin Stain Inc. 

For Details Circle 179 on INQUIRY CARD 





SELF-DISPLAY CARTON contains 
12 boxes of CO, gas cylinders called 
Bullseye Jetts. Use for guns and 
toys.—Daisy Mfg. Co. 

For Details Circle 180 on INQUIRY CARD 
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SUPERIOR QUALITY 


CLOTHES 


Our complete line includes 
twisted or braided, cotton 
or nylon and plastic clothes 
lines and kitchen lines in 
all sizes with tested breaks 
from 85 to 575 Ibs, 


POLISHED 
CLOTHES 
LINE__ 


55 1~ i 





ART. 551-B 


- Put your confidence in 
the QUALITY LINE... 


Viny! Weather Stripping 

Wood Giue 

Braided Nylon Line 

Seine Twines 

Seine Cords 

Trot Lines 

Staging Polished India Twines 
Venetian Blind Cord Plastic Clothes Lines 
Sash Cords Jute Twine 

Ciothes Lines Nylon Casting Lines 
Mason Lines Manila Ropes 

Fishing Lines Masking Tape 
Starter Rope Freezer Tape 

Jump Rope Polyethylene Ropes 


ART. 336-8 


BRAIDED COTTON 


CLOTHES LINE 


“Oo. 7 


ART. 556-B 


WIGHT BRAIDED 


CLOTHES 


xa r Ee 4 





ART. 551 


ART. 556* Solid Braided Clothes 
Line No. 6 50 ft. hanks Pkd. 12 
ART. 556-B* No. 7 Clothes Line 50 
or 100 ft. hanks Pkd. 12 

ART. 551 Braided Clothes Line 50 
ft. hanks Pkd. 12 


ART. 551-B Polished Braided Clothes 
Line 50 ft. hanks Pkd. 12 


*Individually wrapped in pliofilm sleeves 


Orders of $75.00 or more, freight 

prepaid. Orders of less than $30.00 

f. o. b. Mill, Lawndale, N. C., Los Angeles, 
Calif., Marietta, Minnesota, Dallas, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00, freight allowed to $1.00 per cwt. 
Freight prepaid does not include extra 
charges incurred outside carrier's 

regular zone of delivery. 


2 
esrseusneo vers GlVEland Mills Company ........».-. 


3711 Medford St., Los Angeles 63, Calif. e Marietta, Minn. 
For Details Circle 15 


OCTOBER 1961 


e 2644 Freewood Dr., Dallas 20, Texas e Waynetown, Ind. 
on INQUIRY CARD 
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Use Inquiry Postcard for Further Information About MERCHANDISING AIDS 





HOUSEHOLD KEYS are displayed 
on colorful metal board, 11% x 16 in. 
Use easel on back or hang on wall.— 
Taylor Lock Co. 

For Details Circle 181 on INQUIRY CARD 


“LIQUID BEAUTY” wall paper re- 
mover carton folds into a display. 
Place carton near wallpaper streamer 
rental equipment for tie-in sales— 
R. B. Harwood Products, Inc. 

For Details Circle 182 on INQUIRY CARD 


GOLD FINISHED display holds 21 
different paint rollers and accessories. 
Each group has separate bin or hook. 
Lower shelves are heavy steel wire. 
Top is perforated metal board with 
hangers. Display measures 70 x 32 x 
18 in. Shipped set up.—A. G. 
Jacobus’ Sons, Inc. 

For Details Circle 184 on INQUIRY CARD 


WIRE DISPLAY RACKS dispense 
nails and brads. Designed for mount- 
ing on perforated board, two racks 
hold all popular % and % Ib. sizes. 
Available from wholesalers, racks 
come with colorful streamer.—Wick- 
wire Brothers, Inc. 

For Details Circle 185 on INQUIRY CARD 
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VINYL RUG merchandiser displays 
20 “Forecast” rugs in 11 ft of wall 
space. Pre-cut to popular sizes, each 
is wrapped in colorful acetate pack- 
age.—Congoleum-Nairn Inc. 

For Details Circle 183 on INQUIRY CARD 


CERAMIC WALL PLATES are dis- 
played in a limed oak counter case. 
Each switch has an acetate gift box. 
Sign invites customer to press the 
sample switch to turn on light at left. 
— Yale & Towne Mfg. Co. 

For Details Circle 166 on INQUIRY CARD 


RE-DESIGNED innerpack cartons 
form a colorful counter display for 
Duratite products. Tops fold back to 
serve as a sign. Products are packed 
12 to a carton. — Dap, Inc. 

For Details Circle 187 on INQUIRY CARD 





For more information about 
items on this page circle the 
number on the postage-free 
Inquiry Card. 








UTILITY KNIFE BLADE display 
stands on your counter or hangs from 
perforated board. Ten packages each 
contain five blades which pull off 
easily for impulse sales.—Fuller Tool 
Co. 

For Details Circle 188 on INQUIRY CARD 


23S 
a 


SHELF HARDWARE DISPLAY fea- 
tures aluminum brackets. Topped by 
a turquoise sign with black lettering, 
the display stands 34 in. high by 16 
in. wide. It contains 6 to 16 in. self- 
locking brackets of bronze. — Dor- 
File Mfg. Co. 
For Details Circle 189 on INQUIRY CARD 


“TREE OF VALUES” display at- 
tracts impulse sales of screw drivers. 
The tree stand, with slots for screw 
drivers, is mounted on square base. 
Colorful sign announces special price. 
Customers can quickly find blade size 
needed, because they are in full view. 
—Oxwall Tool Co., Ltd. 

For Details Circle 198 on INQUIRY CARD 
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Western Dealer Will 
Guide NRHA 


(Continued from page 53) 


senators and representatives in 
Congress and to encourage other 
retailers to do likewise.” 

When asked what advice he 
might offer to independent hard- 
ware dealers in meeting today’s 
complex market conditions, he said, 
“we must continue to advertise the 
merits and qualities of our goods, 
stressing accepted known brands, 
and more, the important services 
and wide selections offered, to de- 
emphasize price, particularly on 
items that are featured constantly 
by the discounters in our commu- 
nities. The average hardware store 
is a quality store and it is our 
individual responsibility to conduct 
our store affairs in such a credit- 
able manner as to return dignity 
and character to retailing. Further, 
we must do all possible to attract 
youth into planning careers in this 
important field.” 


President Will Become 
Traveling Ambassador 


As part of his activities with 
local trade associations he has done 
a lot of traveling, particularly 
throughout the West. Consequently 
when he became president and 
started making plans for taking 
in some of the states’ Retail Hard- 
ware Association Conventions this 
winter, he selected the South and 
Canada. He will make one appear- 
ance in the West and that is with 
1is own Pacific Northwest Hard- 
ware & Implement Association. 





Atlantic City 
(Continued from page 58) 


will be held in the grand Ballroom 
of the Shelburne Hotel starting at 
7:00. The dinner will be followed 
by entertainment. 


Package Exposition 


The award winning packages 
entered in the Hardware Packag- 
ing Exposition at the National 
Hardware Show will be transfer- 
red to Atlantic City to be shown 
during the conventions. The dis- 
plays will be in the entrance lobby 
of Convention Hall during the Con- 
ference Booth Program. 
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GREENLEE 


HAND and 
POWER BITS 


Self-service packages! 


Handy Sets! Bring extra 


impulse sales 


Here’s the fast-selling combi- 
nation of auger and power bits 
to meet most customers’ re- 
quirements. Streamlines your 
inventory .. . speeds turnover 
... “packed with buy appeal” 
to bring you the newest, best 
way to display and sell bits. 


GREENLEE SOLID-CENTER 
AUGER BITS 


(Left) in individual Perma- 
Pak for pegboard and counter 
display . .. invites customer in- 
spection, provides permanent 
container after purchase. In 
sets of six with FREE metal 
workbench rack . . . packaged 
in colorful display carton. 


GREENLEE Z/P BIT 
WOOD BORING POWER BIT 
(Right) with exclusive nonslip 
hex shank . . . individually 
carded for pegboard and 

counter display 
Sets of 6 and 11 
bits with FREE 
metal rack, or set 
of 6 in plastic 
roll... packaged 
in colorful dis- 
play carton. 


Ask your wholesaler for free metal display panel 
for GREENLEE hand and power bits. 


ORDER FROM YOUR WHOLESALER NOW 


_ > _ GREENLEE TOOL co. es 
_ 1883 Columbia Avenue \, 
Rockford, Illinois q 


For Details Circle 16 on INQUIRY CARD 








for electric dritis 1/4" and targer 








STORE OPERATIONS 


SHARPEN REEL BLADES on power 
mowers with this hand lapping 
adapter. For use on self-propelled 
reel mowers, this Simplex adapter 
clamps to either wheel for fast ser- 
vice to your customers. “Ideal” power 
mower cleaning stand and tank as il- 
lustrated are also available—Fate- 
Root-Heath Co. 
For Details Circle 190 on INQUIRY CARD 


TRADING STAMP DISPENSER 
ejects the correct number of stamps 
in seconds. Clerk merely presses push- 
buttons for dollars and cents sales 
total and the machine automatically 
dispenses from one stamp to $10 
worth of stamps. A totalizer shows 
number of stamps given out. Distrib- 
uted on a sale or lease basis, it holds 
30,000 stamps.—Micro ‘Switch Div., 
Minneapolis-Honeywell Regulator Co. 

For Details Circle 191 on INQUIRY CARD 





FLUORESCENT LIGHT fixtures 
are available in two-, four- and eight- 
foot units. Knockouts allow continu- 
ous wiring of end-to-end mounted 
fixtures. Housed in die-formed, cold- 
rolled steel, lamps are shielded by 
extruded white translucent plastic 
diffusers.—Litecraft Mfg. Co. 

For Details Circle 192 on INQUIRY CARD 


BUILT-IN INTERCOM can be in- 
stalled in desk or wall. Two sizes are 
offered. Both are 4% in. wide and 2 
in. deep. One model is 7-3/16 in. high, 
while the other is 6% in. Front panels 
are stainless steel. The intercom uses 
a new plaster ring for quick installa- 
tion.—Talk-A-Phone Co. 

For Details Circle 193 on INQUIRY CARD 


TUBE TESTER builds store traffic 
by bringing customers in to do their 
own TV and radio tube testing. About 
2200 kinds of TV, radio, hi-fi and in- 
dustrial tubes, foreign and domestic, 
can be analyzed by the machine. A 
built-in non-obsolescence protects you 
in case new tubes with different socket 
bases are brought out later. Finished 
in aqua and white two-tone baked 
enamel, it is available in console, open 
shelf, counter or portable models.— 
ETA Div. Di-Acro Corp. 

For Details Circle 194 on INQUIRY CARD 





ASSORTMENT No. 30 


ORDER THIS RED HOT 
PROFIT MAKER TODAY 


Total of 21 bits, 3 each of the seven 
most wanted sizes. Each bit individ- 
vally carded and prepriced with 
FREE DISPLAY RACK 


DEALERS Cost *5?° per ASST. 





152-35 Tenth Avenue, Whitestone 57, N. Y. 


For Details Circle 17 on INQUIRY CARD 


DRESS UP WINDOWS with this 
three-unit display. Fiberglass discs 
with chrome legs can be used for 
spotting promotional merchandise for 
more sales. Units can be used indi- 
vidually or stacked for mass display 
of items.—Spee-dee Checkout Sys- 
tems 
For Details Circle 195 on INQUIRY CARD 


LEAD TRAFFIC INTO YOUR 
STORE with pressure sensitive, vinyl 
footprints. Use-in-store for highlight- 
ing special sections or departments. 
Footprints can be imprinted.—Fasson 
Products 

For Details Circle 196 on INQUIRY CARD 


PRICE-MARK and dispense labels 
easily and quickly with this portable 
and self-inking marker. Comes in kit 
with 5000 labels, ink, cleaner and 
price remover.—Garvey Corp. 

For Details Circle 197 on INQUIRY CARD 
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Tapes a Sample Sales 
Slip on Cash Registers 


Extra Help During tdoldo~s “muse Mistakes with 
Sales Slips . .. Phoenix Dealer Solves Problem at 
Point of Purchase 


Bostrom’s 
Phoenix, Arizona 


Extra sales personnel plus extra customers often 
equal headaches. This occurs during the Christmas 
gift-selling season to many hardware dealers. 


Perhaps the greatest number of mistakes happen 
at the scene of the cash register. At least this was 
the experience of W. H. Bostrom, owner of Bostrom’s 
Phoenix. 


As many as 25 extras are used during the holi- 
day period. It is almost impossible to obtain this 
many, all of whom have had thorough experience 
in handling retail sales. 


Bostrom found many an error in the writing 
of sales checks. It was either lack of information 
about the customer, failure to enter tax, or forget- 
ting to apply charges for gift-wrapping, postage, 
etc. There was also some mix up in manipulating 
the cash register keys. 


The problem was solved by a simple method. Bos- 
trom taped a correctly made sales check on each 
cash register, directly above the keys. 


This eliminated much of the headaches that part- 
time help can cause at Christmas sales time without 
holding special classes to explain all of the de- 
tails. Now he uses a short simple introduction pe- 
riod. A brief lecture on store policies and an ex- 
planation of writing a check gives the future em- 
ployees the basic information needed. 


Each employee is instructed to hold their sales 
check up next to the sample. In this way they can 
readily see if anything is missing. The sample check 
not only saves errors but saves many hours formerly 
spent in bookkeeping to locate mistakes. 
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Attracting buy- 
ers from the 

us Western States, 
Hawaii and 
Alaska 


Pian to exhibit in 
this industry 

y sponsored Show 
where the sup- 
port of manufac- 
turers, distribu- 
tors and buyers 
assures a con- 

, tinued record 
breaking attend- 
ance. 


WRITE TODAY 
FOR EXHIBIT 
SPACE 
INFORMATION 


WESTERN 


STATES 


HARDWARE, 
HOUSEWARES, 
PAINT & 
GARDEN SUPPLY 


SHOW 


FEB.11-12-13, 1962 
BROOKS EXHIBIT HALL 


CIVIC CENTER 


SAN FRANCISCO 


Sponsored by 


CALIFORNIA RETAIL HARDWARE ASSOCIATION 
122 NINTH Street SAN FRANCISCO 3 


For Details Circle 18 on INQUIRY CARD 





NEW PRODUCTS—(Continued From Page 27 





CHRISTMAS PACKAGED 99¢ tools 
come in a self-shipper that turns into 
holiday display. Skin-packed items 
fill red, white and green sleigh, com- 
plete with Santa and reindeer.—Ox- 
wall Tool Co., Ltd. 

For Details Circle 114 on INQUIRY CARD 


MULTI-PURPOSE can or bottle 
opening tool safely removes band 
from strip-sealed can. Nickel finish 
opener can also be used for tapping 
cans, prying off lids and lifting bottle 
caps.—Lako Mfg. Co. 

For Details Circle 115 on INQUIRY CARD 


om LA 


THUMB CONTROLLED SpinCast 
reel is said to give game fish action 
even with panfish. Weighs five oz. 
Features folding handle and remove- 
able spool. Styled in polypropolene.— 
South Bend Tackle Co. 

For Details Circle 117 on INQUIRY CARD 
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VERSATILE PAINT REMOVER can 
also be used as_ barbecue lighter. 
Electric radiant heat softens and 
blisters paint or varnish on wood or 
metal surfaces. Uses 115 volts.—Mil- 
ler Manufacturing Co. 

For Details Circle 116 on INQUIRY CARD 


DOUBLE PAIL has many uses. Poly- 
ethylene bucket has 4%, gal. capacity 
in each compartment. Use for wash 
and rinse, sponge mops or as a carry- 
all for garden supplies, etc.—Colum- 
bus Plastic Products, Inc. 

For Details Circle 118 on INQUIRY CARD 


“RETAINING WELLS” at both ends 
of lid are one of the features of new 
line of plastic tackle boxes. Wells can 
be used to lay hooks, flies, etc. Choice 
of one, two or three-tray models. — 
Old Pal, Ine. 

For Details Circle 119 on INQUIRY CARD 


STAPLE 30 SHEETS OF PAPER 
with this JB-25 desk stapler. Can also 
be used as tacker. Ideal for light 
stapling in home or school. Patented 
non-clogging mechanism. — Arrow 
Fastener Co., Inc. 

For Details Circle 120 on INQUIRY CARD 


AUTO BODY REPAIRS are easy with 
red Spot Glaze and Primer Putty. Fills 
and levels dents and acts as rust pre- 
ventive. Can be sanded and will not 
shrink after repainting surface. — 
Woodhill Chemical Co. 

For Details Circle 123 on INQUIRY CARD 


SLIM STYLING is offered in new line 
of portable electric heaters. Three 
models available for “room right” 
heating. All feature safety tip-over 
switch and thermostat.—Fasco Indus- 
tries, Inc. 

For Details Circle 125 on INQUIRY CARD 
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NEW PRODUCTS 4\ 
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‘ 
“GIANT-SIZED” plastic tackle box ‘ ae 
has 39 compartments. Trays are cork ' y # 
lined plus an 18 in. leader compart- Pi. ; 
ment. Nylon and brass hardware for . wa 
long life. Box is 184% x 8% x 9-5/16 Pag, Ons F 
in.—Plano Molding Co. 7C, 
For Details Circle 127 on INQUIRY CARD “ \' 4 
; 
N <i¥ 
NEW _— 
a Z E —_ \ 
. SE p 1. 
; 9? . / - H 
Coy “ “BLU-KROME” —— + 


PORTABLE POWER for camp, boats, 
farm or emergency use. Seven mod- 
els of gasoline powered generators ‘ 
from 1-5 kw fit most needs. All are ae tie 
60 cycle AC single phase.—Tait Man- 
ufacturing Co. 

For Details Circle 128 on INQUIRY CARD 


Now—da silk-smooth, lustrous new finish to increase sales! am 
. 

‘'Blu-Krome”’ finish prevents rust, resists corrosion and tar- 

al kayan(o]a mceial] oF ol-1-] Pol dole: ao] hile] <-Mae-\ Zell (ole) (Miia Mm cele): 

folate Mm o)>) om Qty] Mm G@lalolla Mis mam Gols P) fell wm alela-Mielal ls (imolalo Mola . 

reels. ‘‘Blu-Krome”’ finish also @vailable in welded and 

weldless chain assortments on reels with famous Campbel 

merchandisers ! 

PORTABLE MIXER is an all-purpose Get Complete Information from Your Campbell Wholesaler, or Write Direct 

batch mixer for five-gallon drums. 

Adapter available for one-gallon cans. 

feat goon ae CAMPBELL CHAIN COMPANY 

complete. Choice of paddles included. 

—KOL, Ine. 3 FACTORIES: York, Pa. e West Burlington, lowa e Union City, Calif 
For Details Circle 129 on INQUIRY CARD : 


For Details Circle 19 on INQUIRY CARD———>! WAREHOUSES: Medford, Mass. - Atlanta, Ga. - Dallas, Texas 
Chicago, Ill. - Portland, Ore. - Seattle, Wash. - Los Angeles, Calif. 











La ts ong 
wn ert 
2 = ee 


Jack rabbit 
service 


geared to TAYLOR'S 
turnover! 


Taylor's bright, new Dura-plate 
finish on all zinc-plated chain... 
the rugged, new Tayco Reel on the 
TM Chain Salesmaker . . . up-to-the- 
minute, self-service packaging ...an 
88-year-old reputation for chain mer- 
chandising and top-flight, uniform 
quality help move more chain, faster— 
create the need for ‘Jack rabbit’’ 
service among retailers everywhere. 
Dealers can depend on such service, 
because chain is our specialty, not 
our sideline — because our complete 
and up-to-date chain-manufacturing 
facilities, and a nationwide network 
of hardware wholesalers, are always 
at their disposal. Why not check into 
your profit potentials with TM Chain. 
Call your jobber or write for our new 
Bulietin 27 today! 


Chain is our specialty — not our sideline! 


aylor 
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SINCE 
1873 


Ss. G. TAYLOR CHAIN CO., 


General Office: Hammond, Indiana 


Plants: Hammond, Ind., and Pittsburgh, Pa. 
For Details Circle 20 on INQUIRY CARD 


NEW PRODUCTS 





EPOXY-METAL compound is_spe- 
cially designed to fill, bond and repair 
most materials. It is a two-part sys- 
tem of metal-filled resin and hardener. 
Comes in '4 pt. to gal. sizes.—Borden 
Chemical Co. 

For Details Circle 130 on INQUIRY CARD 


HI-WATTAGE electric heater is de- 
signed for problem heating areas. It 
has two-level heat choice of 4800 and 
2400 watts. Heavy-duty use assured 
with 240 volt, 20 ampere plug. — 
Markel Electric Products, Inc. 

For Details Circle 131 on INQUIRY CARD 


SWING ’N STAY HINGE has a nylon 
pivot. Door swings without use of 
springs. Bottom hinge has positive 
stay to hold door in three positions. 
Can be used on single or double doors. 
—National Mfg. Co. 

For Details Circle 132 on INQUIRY CARD 


HARDWARE WORLD 





Use Inquiry Postcard for Further Information 





BREW REGULAR COFFEE grounds 
in about two minutes in this unbreak- 
able plastic unit. One-cup capacity 
should mean quick sales to office work- 
ers, bachelors and campers. — RMS 
Electronics, Inc. 

For Details Circle 134 on INQUIRY CARD 


MATERIALS CAN’T BUDGE when 
being held in place by this mitre 
clamp. Home craftsmen and profes- 
sionals should find it useful when 
gluing, nailing, soldering or welding. 
—Abernathy Vise Co. 

For Details Circle 135 on INQUIRY CARD 


“THIMBLE” SCREWDRIVER is 
placed on index finger and rotated 
with thumb and middle finger. Small 
plastic cone will reach places other 
screwdrivers can’t. Space on side for 
imprinting.—Thimbol, Inc. 

For Details Circle 136 on INQUIRY CARD 


OCTOBER 1961 


ONE IF BY LAND, two if by sea. 
Slip this power motor off your lawn 
mower and onto its boat propeller 
and sail away. No special tools re- 
quired. Propels 14 foot boat with 
three to four passengers.—Pennsyl- 
vania Outboard Mower Div., Ameri- 
can Chain and Cable Co., Inc. 
For Details Circle 138 on INQUIRY CARD 


MARINE ACCESSORY line has add- 
ed three new boat-care products. 
Items included are cleaner-gloss for 
use on salt or fresh water fiberglass 
boats, heavy-duty hull and deck 
cleaner for all types of craft and 
a soft drying, non-sinking sponge. 
Introductory offer of three comes in 
plastic waterproof carrying case.— 
Simoniz Co. 
For Details Circle 139 on INQUIRY CARD 

















NO CHANCE OF BREAKING these 
flexible plastic quarts and gallons of 
glue. Containers refill smaller sizes 
easily. When empty they can be used 
around the store or at home.—Wil- 
hold Glues, Inc. 

For Details Circle 142 on INQUIRY CARD 


FROST-BAN SPRAY DEFROSTER 
speeds defrosting. Spray from aerosol 
penetrates ice on freezer wall and 
melts it away in minutes. At the same 
time it retards future buildup of frost. 
—G. N. Coughlan Co. 

For Details Circle 143 on INQUIRY CARD 











Taylor's 
Poly Bags 
Boost 


Such items as TM Log Chains, TM 
Tow Chains, Halter and Dog Chains 
are packaged in poly bags to speed 
self-service sales—boost turnover for 
you. Taylor's gleaming new Dura-plate 
finish on all zinc-plated chain... the 
popular TM Chain Salesmaker with the 
rugged new Tayco Reels...the 
handy metal Tay-Pails are additional 
sales helps that make Taylor the pref- 
erence of dealers everywhere. Start 
getting your share of the big, everyday 
chain sales right away. Call your whole- 
saler or write today. You'll like our 
“Jack-Rabbit Service!” 


Chain is our specialty — not our sideline! 


S.G. TAYLOR CHAIN CO., Inc. 


General Office: Hammond, Indiana 
Plants: Hammond, Ind., and Pittsburgh, Pa. 
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ede 


HAIN * 
1873 
For Details Circle 21 on INQUIRY CARD 
77 





Use Inquiry Postcard for Further Information About NEW PRODUCTS 








JUPITER Portable Electric Heater 
has three heat ranges. Popular priced 
heater has automatic thermostat. 
Gravity switch automatically cuts off 
power if heater is tipped over.—Titan 
Sales Corp. 

for Details Circle 144 on INQUIRY CARD 


KILLS FLIES on contact. Flys are 
attracted to chemical cube which acts 
instantly whether eaten or not. 
Packed in cake form, it contains the 
new chemical QD-47.—General Chemi- 
cal Corp. 

For Details Circle 146 on INQUIRY CARD 


EXTRA BRIGHT zinc plated finish 
was planned to make log chains 
more saleable. Finish has corrosion 
resisting qualities. Four styles avail- 
able.— American Chain Div., Amer- 
ican Chain & Cable Co., Inc. 

For Details Circle 147 on INQUIRY CARD 


WOOD CABINETS have been added 
to manufacturer’s line of steel and 
plastic laminate kitchen equipment. 
—Youngstown Kitchens Div., Ameri- 
can Standard 

For Details Circle 148 on INQUIRY CARD 


BEAT IMPORTED TOOL PRICES 
and still maintain full markup states 
manufacturer. An all American Tool 
Bonanza includes 43 tools at low price 
of 99¢ each. The American-made items 
include saws, plane, socket set, ham- 
mers and other tools—Great Neck 
Saw Manufacturers. 

For Details Circle 149 on INQUIRY CARD 


ELIMINATE CYLINDER REBOR- 
ING with re-ring sets for lightweight 
air-cooled gasoline engines. The new 
sets come in five sizes. Their use 
eliminates replacing piston assemblies 
when overhauling most four-cycle en- 
gines.—Lauson-Power Products, Parts 
Depot Div. 

For Details Circle 150 on INQUIRY CARD 


78 


FOUR DIFFERENT PLANES can 
be made with unit that uses any 
double edged safety razor blade. It 
converts to a curved, short-armed, 
short-nosed or regular plane. Ama- 
teurs or professionals should find 
sharpness, availability and inexpen- 
siveness of the blade a help, according 
to manufacturer.—H&R Enterprizes. 

For Details Circle 151 on INQUIRY CARD 


COASTERS WON’T STICK to 
moist glasses. Minutely dimpled on 
the inside, they eliminate suction that 
causes sticking. The metal saucers 
come in an eight-pack, see-through 
tray. Use also as individual ash trays 
or flower pot holders. — Vikon Tile 
Corp. 

For Details Circle 152 on INQUIRY CARD 


SEAL PLASTER CRACKS with a 
heavy bodied, liquid material and 
glass fabric that dries to flexible 
waterproof finish. Applicator is in- 
cluded. Comes in various colors.— 
Tuff-Kote Co. 

For Details Circle 154 on INQUIRY CARD 


PIPE WON’T FREEZE when wrapped 
with new electric heat band. Eight 
sizes protect pipes from 3 to 30 ft in 
length. Thermostat goes on at 38 de- 
grees, off when temperatures rise.— 
Easy-Heat, Inc. 

For Details Circle 155 on INQUIRY CARD 


RATCHET has only seven parts. Oil- 
resistant neoprene rubber plug actu- 
ates and holds pawls in position. In 
tests it withstood loads 50 per cent 
in excess of U. S. contract require- 
ments.—Crescent Tool Co. 

For Details Circle 157 on INQUIRY CARD 











GARMENT RACK built without tools. 
Floor to ceiling tension pole with 
decorative fabric screen on one side 
conceals clothes hanger on other. 
Either screen swings aside to allow 
easy access.—Jeb-rod Corp. 

For Details Circle 158 on INQUIRY CARD 


TEFLON COOKWARE, including fry 
pan shown, needs no grease for cook- 
ing. Pans, roasters, cookie sheets, 
dutch ovens, griddles and other cook- 
ware have DuPont Teflon coated sur- 
faces.—Quisine, Inc. 

For Details Circle 159 on INQUIRY CARD 


HARDWARE WORLD 





FREE 


Literature 


SEND FOR THIS HELPFUL DATA BY CIRCLING NUMBER ON CARD ON PAGE 88 


MOLD-CRAFT, INC., REINDEER 
AND SANTA CLAUS brochure, with 
feur-color photos, is offered by 
Mold-Craft, Inc. Life-size Santas, 
reindeer and sleighs are illustrated. 
Vinyl or rubber figures can be used 
on the ground, roof or suspended from 
brackets or cables. 

For Details Circle 200 on INQUIRY CARD 


SNAPIT COLORTONE “HEMIS- 
PHERE” ELECTRIC ROTO-WHEEL 
catalog pages, full color, photos and 
line drawings, is available from the 
Cable Electric Products, Inc. Shown 
in full-color photos are “Hemisphere,” 
“Junior” and “Golden De Luxe” mod- 
els. 

For Details Circle 201 on INQUIRY CARD 


“BIRD FEEDERS BY PATIO,” 
four-page catalog sheet, two-colors, 
illustrated, contains information on 
the Patio Products, Inc., line. Seven 
bird feeders and special attachment 
to prevent squirrels from stealing 
seed are shown. 

For Details Circle 202 on INQUIRY CARD 


STANLEY DECORATOR STYLED 
DRAPERY HARDWARE catalog No. 
109, 48 pages, illustrated in full color 
is available from Stanley-Judd, div. 
of The Stanley Works. 

For Details Circle 203 on INQUIRY CARD 


“HOW TO REDECORATE & RE- 
FINISH,” 16 pages, illustrated, is 
published by Star Bronze Co. Step- 
by-step illustrations show how to 
apply standard and special finishes on 
furniture, windows, walls, boats, air- 
planes and other items. Also in- 
cluded are tips on fixing depressions 
and dents. 

For Details Circle 204 on INQUIRY CARD 


“USE DISHES TO DEMON- 
STRATE AND SELL,” 12 pages, 
photographs, is offered by the Kitch- 
en Aid Home Dishwasher Div., The 
Hobart Manufacturing Co. Eleven 
photos show how to load dishwashers 
for customer demonstrations. 

For Details Circle 205 on INQUIRY CARD 


OCTOBER 1961 


SAWSMITH LIBRARY, three vol- 
umes, hard bound, illustrated, is of- 
fered by the Magna American Corp. 
This three-book library includes 
“Power Tool Woodworking for Every- 
one,” “How to Build Modern Furni- 
ture,” and “Fun With a Saw.” Deal- 
ers may give these books to custom- 
ers to encourage layaway orders of 
Sawsmiths. 

For Details Circle 206 on INQUIRY CARD 


“HOW TO SELECT A _ PRES- 
SURE-SENSITIVE TAPE,” two- 
color, illustrated, four-page booklet, 
DB-56A, was prepared by Johns- 
Manville, Dutch Brand Div. Dealers 
will find helpful the sections on cor- 
recting tape failures and a listing 
of pressure sensitive tapes and their 
uses. 

For Details Circle 207 on INQUIRY CARD 


PRECISION LOCK CATALOG 
PAGE, No. 761, printed on both sides, 
two-color describes some of the fall 
lines of Precision Lock Manufactur- 
ing Co. Ordering information and 
illustrations of electric door openers, 
replacement mortise cylinder, drawer 
locks and other locks are shown. 

For Details Circle 208 on INQUIRY CARD 


“PROFESSIONAL GLUING AND 
WOOD FINISHING GUIDE,” two- 
color, eight pages, line drawings, is 
offered by the U. S. Plywood Corp. 
Booklet is intended to show hobbyists 
and homemakers how to get the best 
results when finishing and gluing 
wood. 

For Details Circle 209 on INQUIRY CARD 


“PUMP FUNDAMENTALS,” 16- 
pages, is available from the Gould 
Pumps, Inc. This is a non-technical 
booklet that should be helpful to 
dealers wishing a basic knowledge of 
pumps. It deals primarily with the 
centrifugal pump but also contains 
data on reciprocating and rotary 
pumps. 

For Details Circle 210 on INQUIRY CARD 


GRABLER PIPE FITTING WALL 
CHART, 12x20 in., is a reprint of a 
reference guide published by the 
Grabler Manufacturing Co. The card 
contains illustrations of malleable, 
solder-joint copper pressure and 
drainage fittings, cast iron screwed 
and drainage fittings as well as stand- 
ard pipe nipples. Space is allowed 
for dealers to write in retail sales 
prices. 

For Details Circle 211 on INQUIRY CARD 


VENTILATOR STUFFER, three- 
fold, opens to 10x12 in. sheet, illus- 
trated, is offered by Leigh Building 
Products, Div. of Air Control Prod- 
ucts, Inc. Describes and illustrates 
more than 100 types and sizes of 
ventilators. Also includes a free area 
selection chart to assist builders in 
determining number of ventilators 
needed for any building. 

For Details Circle 212 on INQUIRY CARD 


ASPHALT TILE BROCHURE, 
full-color, illustrated, is offered by 
Kentile, Inc. Pictures of beautiful 
room settings show uses of tile in 
every room. 

For Details Circle 213 on INQUIRY CARD 


KENCO PUMP FOLDER, 3% x 6% 
in., illustrated, is distributed by the 
Kenco Pump Div. of The American 
Crucible Products Co. Folder can be 
used as a mailer or give-away. Space 
is provided for dealer imprinting. 
Twelve different submersible pumps 
are illustrated. Pump application 
guide aids in selection of the right 
pump for 26 pumping jobs. 

For Details Circle 214 on INQUIRY CARD 


SEALAWAY PENETRATING 
FLOOR SEALER BROCHURE, four 
pages, photographs, two-color, is pub- 
lished by the Hallemite Manufactur- 
ing Co. Photos show wood floors and 
concrete that have been treated with 
Sealaway epoxy floor sealer and those 
that have not. Lists are given of the 
advantages of Sealaway, technical 
data and users of Hallemite products. 

For Details Circle 215 on INQUIRY CARD 
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FREE LITERATURE 





INTERPOOL CATALOG OF 
SWIMMING POOL PRODUCTS, 32 
illustrated pages, is available from In- 
terpool Swimming Pool Products. De- 
scribes and lists prices for such items 
as pool heaters, tubular diving stands, 
concrete diving towers, filters, under- 
water observation windows and water 
conditioners. 

For Details Circle 216 on INQUIRY CARD 


SLIP PROOF FOLDER, three-fold, 
two-color, photographs, 6% x 7 in., 
describes “Slip Proof Fabric” manu- 
factured by The Carborundum Co. A 
sample of the non-slip surfacing ma- 
terial is included. Photos show how 
fabric can be used on stairways, step- 
ladders, fire escapes, etc. 

For Details Circle 217 on INQUIRY CARD 


MOR-SUN FURNACE FOI DER, 
Form A-611, four pages, four colors, 
is offered by the Mor-Sun Div. of Mor- 
rison Steel Products, Inc. Folder is 
designed for use as a self-mailer or 
give away. Five major Morrison fur- 
nace lines are described and _ illus- 
trated. 

For Details Circle 218 on INQUIRY CARD 


KENTILE RUBBER TILE BRO- 
CHURE, full-color, illustrated, is of- 
fered by Kentile, Inc. Shows varied 
styles produced by company and gives 
do-it-yourself tips. 

For Details Circle 219 on INQUIRY CARD 


“STANDARD” WALL DISPLAY 
bulletin describes free merchandiser 
from Shelby Metal Products Co. given 
with the 25W assortment of household 
hardware. Carded hardware items in 
15 individual items are includea in 
assortment. 

For Details Circle 220 on INQUIRY CARD 


RAM POWER TOOL CATALOG, 


three colors, punched, illustrated, 
lists complete power tools, chain saw 
line and hedge trimmers of the Ram 
Tool Corp. Every item is illustrated. 
For Details Circle 221 on INQUIRY CARD 


ANDRE PIERRE CATALOG, 20 
pages, illustrated in half tones and 
full color is published by The House 
of Andre Pierre. The attractive cata- 
log has photographs on each page. 
Catalog includes floral arrangements, 
brass accessories, imported ceramics 
and decorative trees. 

For Details Circle 222 on INQUIRY CARD 


“WIDE-SIDE” VISES bulletin, one 
sheet, photos, is available from The 
Columbian Vise and Manufacturing 
Co. Photos show the 7-in. woodwork- 
ers vise with 2% in. left-side clamp- 
ing surfaces. Other photos illustrate 
features of vises. 

For Details Circle 223 on INQUIRY CARD 


“FOR GREATER SAFETY AT 


HOME, TAKE A TIP FROM STEEL,” 
22 pages, line drawings, two-color, is 


published by the American Iron and 
Steel Institute. Booklet shows how 
safety precautions that have cut in- 
dustrial accidents can be applied to 
the home. 

For Details Circle 224 on INQUIRY CARD 


LUSTRO-WARE 1961 HOUSE- 
WARES CATALOG, 16 pages, full 
color, illustrated, is published by the 
Columbus Plastic Products, Inc. Over 
200 products are described and il- 
lustrated. Special promotion ideas, 
dealer aids, new labeling and packag- 
ing are also included. 

For Details Circle 225 on INQUIRY CARD 


PETER WERNEY DESERT AND 
MOUNTAIN FLORA CATALOG 
PAGES, three pages, illustrated, is 
published by Peter Werney Inc. Page 
lists order specifications and prices. 
Two pages show photographs of 
foliage and Christmas wreaths. 

For Details Circle 226 on INQUIRY CARD 


“EJECTO” CAN & BOTTLE 
OPENING TOOLS catalog page, 
printed both sides, two color, photo- 
graphs, is available from the Lako 
Manufacturing Co. Photos show four 
“Ejecto” opener models. 

For Details Circle 227 on INQUIRY CARD 


“THE FIRE DOORATER BY 
OVERLY,” 1961 edition, eight pages, 
three-colors, illustrated, is published 
by Overly Manufacturing Co. This 
new edition contains examples of 90 
different door styles and a chart 
which shows the proper hardware for 
fire doors and fire-exit doors. 

For Details Circle 228 on INQUIRY CARD 


IMPERIAL LIGHTING catalog, 68 
pages, full-color, photography, is pub- 
lished by the Emerson Electric Co., 
Builder Products Group. Over 240 
lighting fixtures are illustrated in full 
color photographs. The book includes 
outdoor lanterns as well as units for 
every room in the house. 

For Details Circle 229 on INQUIRY CARD 


“ASK THE EXPERT” is a 5x7 in., 
comic book type, full color booklet 
with 15 page story of paint brush 
selection. Produced by the Poly- 
chemical Dept., E. I. du Pont de 
Nemours & Co., Inc. Story is told by 
young couple questioning hardware 
dealer about their paint needs. Help- 
ful as instruction book for beginners. 

For Details Circle 230 on INQUIRY CARD 


KENTILE VINYL FLOORS BRO- 
CHURE, full-color, illustrated, is pub- 
lished by Kentile, Inc. Brochure shows 
colors and styles available in tiles, 
woodgrain tile and planks, vinyl wall 
base and bright metallic feature 
strips. 

For Details Circle 231 on INQUIRY CARD 


MACHINISTS’ VISES bulletin, one 
sheet, illustrated, offered by Colum- 
bian Vise & Mfg. Co. describes and 
illustrates vises in both swivel base 
and stationary styles. 

For Details Circle 232 on INQUIRY CARD 


RANGE HOOD AND VENTILAT- 
ING FAN STUFFER, full color, il- 
lustrated, describes products of Leigh 
Building Products, Div. of Air Con- 
trol Products, Inc. 

For Details Circle 233 on INQUIRY CARD 


MOLD-CRAFT, INC. CHRISTMAS 
FIGURE brochure, full-color photo- 
graphs, is published by Mold-Craft, 
Inc. Beautifully illustrated folder 
shows reindeer, angels, Santas, etc. 
Vinyl or rubber figures available in 
life-size models for Christmas dis- 
plays. 

For Details Circle 234 on INQUIRY CARD 


THERN “AUTO LOCK” WORM 
GEAR WINCHES catalog page, C19, 
printed both sides, black and white, 
with line drawings, is published by 
the Thern Machine Co. 

For Details Circle 240 on INQUIRY CARD 


WRIGHT SOCKET CATALOG, No. 
102, 20 pages, illustrated, is available 
from the Wright Tool & Forge Co. 
Socket wrench sets, loose tools and 
new products are described and illus- 
trated. New merchandising program 
and displays are also described. 

For Details Circle 242 on INQUIRY CARD 


THE JOHN PLAIN BOOK, 1962 
catalog for retailers in towns of 
less than 7000 in population, publish- 
ed by John Plain & Co. 

This 46-year-old company conducts 
mail order distribution of gifts, 
housewares and other hard goods 
items. Although some of the mer- 
chandise is selected by dealers for 
stock, many of the items are selected 
from the catalog by the dealers’ 
customers. 

For Details Circle 245 on INQUIRY CARD 


CHRISTMAS GIFTS CATALOG, 
16 pages, full-color and black and 
white photos, is available from X- 
acto, Inc. Hobby items for children 
and adults include knife sets, tool 
kits, children’s craft sets and the 
Colonial Antique Reproductions kits. 
Most of the items are shown in mer- 
chandisers which are available with 
orders of specified quantities. 

For Details Circle 246 on INQUIRY CARD 


DUPONT PLASTIC CEMENT 
CATALOG PAGE, two-color, printed 
both sides, punched for binders, line 
drawings, introduces a new product 
by the E. I. DuPont De Nemours 
& Co. The page describes the firm’s 
new product for cementing vinyl, sty- 
ren, acrylic and phenolic plastic 
products. Illustration shows new mer- 
chandiser for the cement. 

For Details Circle 247 on INQUIRY CARD 


MAGIC IRON CEMENT CO. bul- 
letin, two color, one page printed both 
sides, illustrates, lists six different 
cements, glues and fillers. Prices and 
ordering information are given for 
Magic tite-grip white glue, contact 

(Continued on page 82) 
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HAS THE NEW FLETCHER 
BALL BEARING GLASS CUTTER 
BEEN SO SUCCESSFUL? 


BECAUSE it is not an untested ex- 
periment. This glass cutter, like all 
FLETCHER products, has been care- 
fully designed, engineered and _ thor- 
oughly tested under actual working con- 
ditions before being released for your 





acceptance. 


We invite you to compare it with any 
similar cutter on your particular opera- 
tion. You will not only find it smoother, 

but a break-down test will convince you of its long endurance. 


If you haven’t yet tried the Ball Bearing Cutter, send for your | 


free sample. Please write on your letterhead. 


REG. U, GS. PAT. OFF. 


THE FLETCHER-TERRY CO. 


BRISTOL, CONNECTICUT 


Canada — 217 King St., E., Toronto — Export —111 Wall S#., N.Y.C. 
For Details Circle 22 on INQUIRY CARD _ 


EASY-PEEL TAB featured on HY-KO | 





Self-Adhesive Numbers/Letters 


tEAM L0 


pr eet Self-sales are easy on these 
Futura Numbers and Let- 
ters. The new easy-peel tab 
at top give them instant 
impulse appeal. Rich mid- 
night black ink on satin 
aluminum. They adhere to 
aluminum, brick, wood. 
Simply peel tab at top 
to rear and apply — no 
nails, screws or fasteners 
needed. Will not rust; 
easily damp cloth cleaned. 
5 Furnished with FREE wire 
i Display Rack. 





Order now from 
your jobber 


HY-KO PRODUCTS CO., Cleveland 3, Ohio 


For Details Circle 23 on INQUIRY CARD 








Only "A PENNY A PATCH" ... is 
all it costs to use 
TEHR-GREEZE FABRIC CEMENT 


For the instant repair of overalls, gloves, canvases 

tents, awnings, tarpaulins, bags, leather goods aad 

any material it can penetrate. Inexpensive, perma- 

nent. Thousands of uses. 

Sold by leading jobbers and dealers everywhere. 

Comes in 2 o2., 6 oz. and 1/6 or. plastic bottles. Also 
nye from 32 o2. to |! gal. 
n glass. SEND THIS AD AND 
$1.00 FOR SAMPLE LARGE 
i PRICES AND LITERA- 


Comes in attractive 3- 
color counter display 
corton. (12 to a pack- 
age). 


VAL-A COMPANY 
700 W. Root S#. 
Chicago 9, Ill. 
YArds 7-9442 











For Details Circle 24 on INQUIRY CARD 
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RAIN OR SHINE 


A_FINE LINE 


- 


4 |} 
b> 
“e 


K. H. Davis Wire & Cable Corp., 


6315 Bandini Bivd., Los Angeles 22, Calif. 
For Details Circle 25 on INQUIRY CARD 





FREE LITERATURE 





cement, epoxy glue, plastic resin glue, 
iron cement and water putty. Informa- 
tion is also included on Magic gold 
and chrome aluminum paint. 

For Details Circle 248 on INQUIRY CARD 


GOULDS NEW SERIES UEHH 
catalog page, printed on both sides, 
two-color, punched for binders, intro- 
duces a silent-flow submersible, water 
system by Goulds Pumps, Inc. Chart 
shows ratings and capacities for the 
models in this line. Pumps are avail- 
able in 1, 1%, 2, 3 and 5 h.p. with a 


capacity range up to 900 gallons. 
Pump, accessories and interior parts 
are shown in photographs. 

For Details Circle 255 on INQUIRY CARD 


EASYFIT ALUMINUM RAILING 
folder, four pages, black and white, 
line drawings, is available from the 
Locke Manufacturing Co. Line draw- 
ings illustrate 12 steps to installing 
Easyfit railings. 

For Details Circle 256 on INQUIRY CARD 


“NEW MOE LIGHT” pamphlet, 
four pages, two-colors, illustrated, is 
published by the Thomas Industries, 
Inc. A round recessed housing unit 





The blade of every Shark-O-Lite 
chisel, made from world famous 
Swedish charcoal steel, is scien- 
tifically hardened and tempered 

to make the entire usable length 
tougher, and more durable. Every 
blade is hand honed to give it the 
sharpest cutting edge available. 
Handles of unbreakable, translucent 
amber plastic . . . and now this 
popular, working chisel comes 
packed ina 

handsome 

“See-Thru” 

display box 


not only protecting its famous razor-sharp 


cutting edge, but also making it easier 
to store and display in either bin 
or on peg board. 








POPULAR 1032WD ASSORTMENT 


With the purchase of a dozen Shark-O-Lite chisels, 
you can receive, free, this attractive sturdy display 
rack suitable for counter or window merchandiser. 
The assortment includes the stand plus these popular 
chisel sizes: 2 each of 4”, 2”, %”, 1", 1%” and 114”, 


ee | Sandvik street, ine. /*ss20 


containing complete 


or, write for catalog page 
1702 Nevins Road, Fair Lawn, New Jersey 
information. 


1-203 
For Details Circle 26 on INQUIRY CARD 
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which can be used to obtain 18 light- 
ing effects is described. 
For Details Circle 257 on INQUIRY CARD 


“PARTY AND HOME DECORA- 
TION,” 16 pages, illustrated, four- 
color, suggests uses for Elmer’s Glue- 
All by the Borden Co. Twenty-four 
projects requiring glue are illustrated. 
Simple instructions show readers how 
to make party favors, lamps, desk 
sets, mosaics, party decorations, etc. 

For Details Circle 258 on INQUIRY CARD 


“WIDE-SIDE” TEMPLATE in- 
structions, one sheet, line drawings, 
is published by Colrmbian Vise & 
Mfg. Co. for their new mounting 
templates. 

For Details Circle 259 on INQUIRY CARD 


FOREDOM MINIATURE POWER 
TOOL catalog, six pages, three-colors, 
illustrated, is published by the Fore- 
dom Electric Co., Inc. Photos show 
the basic miniature power tools, hand- 
pieces, The Foredom Flexade which 
converts drills and motors into minia- 
ture power tools and accessories. 

For Details Circle 260 on INQUIRY CARD 


SKEET AND TRAPSHOOTING 
CHARTS from Remington Arms Co., 
Inc., show diagrams of electronically 
computed calculations of proper lead 
for every type of trap and skeet tar- 
get. Dealers can use charts to stimu- 
late sales of ammunition and targets 
by posting on walls. Gun clubs should 
have one on their bulletin boards. 
Business or fraternal organizations 
that hold conventions or sporting 
events for their members will find 
the charts helpful in conducting trap 
or skeet shooting meets. 

For Details Circle 261 on INQUIRY CARD 


RAPIDAYTON WATER CONDI- 
TIONING EQUIPMENT catalog, 8% 
x11 in., 16 pages, two-color, is offered 
by the Tait Mfg. Co. The catalog out- 
lines the Rapidayton line with auto- 
matic clock timer and dial action 
softener models. Filters are also in- 
cluded. 

For Details Circle 262 on INQUIRY CARD 


REED-CROMEX FINE PLUMB- 
ING SPECIALTIES catalog, No. 461, 
28 pages, two-color, is published by 
Reed-Cromex Corp. All items in the 
firm’s plumbing products line are de- 
scribed and illustrated. The catalog 
includes lavatory legs, bathroom fix- 
tures, laundry tubs and pipe fittings. 

For Details Circle 263 on INQUIRY CARD 


HODGMAN ATHLETIC CLOTH- 
ING catalog, 24 pages, two-color, il- 
lustrated, lists merchandise available 
from Hodgman Rubber Co. Illustra- 
tions show a wide variety of rubber 
athletic clothing and equipment. Prod- 
ucts range from waders and hunting 
parkas to air mattresses and flotes. 
Prices and sizes are listed. 

For Details Circle 264 on INQUIRY CARD 
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N EWS FOR WESTERNERS 


McKesson & Robbins Acquires 
Skaggs-Stone, Inc. 


McKesson & Robbins, Inc., has signed an 
agreement to acquire the outstanding stock of 
Skaggs-Stone, Inc., general merchandise whole- 
saler of Oakland. Stock will be in exchange for 
McKesson & Robbins stock. 

Skaggs-Stone has been distributing general 
merchandise including toys, hardware, soft goods 
and notions principally to the variety store field 
along with hardware outlets in the Western 
States. There will be no change in the present 
operations of Skaggs-Stone, according to Herman 
C. Nolen, president of McKesson & Robbins. The 
company’s personnel and present distribution 
facilities will be continued. 


Knox Adds Santa Ana Industrial Center 


A specially designed showroom will be one of 
the outstanding features of the Knox Hardware 
Co.’s Santa Ana, Calif., industrial sales center. 
The $150,000 structure will contain 4500 sq. ft 
of air conditioned offices and showrooms, housed 
in a 14,400 sq. ft building at 1020 S. Grand 
Ave. 

The special showroom will display ornamental 
and finish hardware and will enable contractors 
to bring clients to one central location for 
hardware selection. 

John Knox, a co-owner, said the addition of 
new and larger quarters for the industrial di- 
vision resulted from the growing demands of 
building trades in the area. Knox Hardware 
has served the Orange County area since 1887. 


Heiskell Buys Tulare Hardware 


The 21-year-old Tulare Hardware Co., Tu- 
lare, Calif., has been sold to John T. Heiskell 
and Co., Inc. Heiskell’s, a pioneer feed and 
grain dealer and cotton gin operator, purchased 
the hardware firm as part of a diversification 
program. Located at 460 So. K St., the new 
owners plan to develop the dairy supply busi- 
ness as part of the hardware firm. 

Paul Yager has taken over as manager 
from former owner Ernest Altaffer. Employees 
of the store will remain. 
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New Oregon Toro Distributor 


Oregon Toro Distributors of Portland will dis- 
tribute Toro Manufacturing Corp. power mower 
equipment throughout the state of Oregon. Bry- 
ant L. Larson, until recently secretary and 
credit manager at the Toro Minneapolis, Minn., 
headquarters, is owner and general manager of 
the Northwestern firm. 

Larson announced that his firm will provide 
ample warehouse space and a large parts inven- 
tory to guarantee overnight delivery to dealers. 
A service education program to train dealers in 
care and servicing of any Toro products is also 
available. 


California Kennatrack Plant Opens 


Kennatrack Corp., a subsidiary of Ekco Prod- 
ucts Co., Chicago, began manufacturing opera- 
tions in a 180,000 sq ft Whittier, Calif. plant in 
October. They will share manufacturing, ware- 
housing and shipping facilities with the McClin- 
tock Manufacturing Co. and Worley and Co., 
both Ekco subsidiaries. 

Sidney Sterne will head the California branch. 
Sterne has been with the firm for the past six 
years. He has served as national field sales man- 
ager and as southern state district manager. 


Program Sales Moves 


Program Sales Engineering, manufacturers’ 
representatives firm, has moved its offices. The 
new address is 4100 West Century Blvd., Engle- 
wood, Calif. 

The firm represents Daley Store Fixtures, 
which is its principal line, in Southern Cali- 
fornia and Arizona. 


Animal Trap Names Smith In West 


Animal Trap Co. of America and Old Pal, Inc., 
announced the assignment of Howard F. Smith 
as their sales representative in the Pacific Coast 
area. Smith replaces Al Myer, who has been re- 
assigned to the Mid-western and North Central 
states. 
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Streater Expands in 
Pacific Northwest 


ws 


ewe 
ye 


Theron Lane... 
covers western 
Washington area 


Robert Dalziel . . . 
covers west. Ore. 
and southwest 
Wash. 


Streater Store Fixtures, Inc., re- 
cently announced the expansion of 
their Western division sales force. 
Central district has been divided 
into two separate parts. One part 
is the Central Pacific, mostly in 
Northern Calif. 

The other section is the Pacific 
Northwestern district. The man- 
ager is John W. Hollander. He will 
supervise sales activities in Wash- 
ington, Oregon, northern Idaho, 
western Montana and Alaska. He 
will headquarter in Portland, Ore. 

The store planning engineers 
under his supervision are: Robert 
Dalziel, who will cover western 


John W. 
Hollander, 
District Manager, 
Pacific Northwest 


Frank Morgen... 
covers parts of 
Wash., Ore., 
Mont. and Idaho 


Floyd Rodrigues 
. covers three 

Southern Cali- 

fornia counties 


Oregon, southwest Washington 
areas; Theron Lane, covers west- 
ern Washington area; and Frank 
Morgan, who will cover eastern 
Washington, eastern Oregon, west- 
ern Montana and northern Idaho 
area. 

At the same time it was an- 
nounced that Floyd Rodrigues be- 
came a store planning engineer for 
the firm in the Southern district 
under the supervision of Jerry 
Mapson, district manager. Mapson 
headquarters in Montbello, Calif. 
Rodriques will serve the counties 
of Los Angeles, San Bernardino, 
Riverside and Ventura. 





Columbia Rope 
Names Stroud 
Coast Manager 


William S. 
Stroud 


William S. Stroud was appointed 
Pacific Coast manager for the Col- 
umbian Rope Co., Auburn, N. Y. 
He was also named to the same 
post with their Edwin H. Fitler 
Co. Div. 

Stroud has been a Columbian 
representative in the West since 
February 1955. He succeeds Ken- 
neth R. Atwater who died May 11. 
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Kennedy Replaces Arkley 
At Western Metal 


Jack Kennedy will replace R. 
Gordon “Doc” Arkley as manager 
of the steel department of Western 
Metal Supply Co., San Diego. 

Arkley resigned after 39 years 
with the firm, due to ill health. 
Kennedy joined the wholesale hard- 
ware firm in 1953. 


Melnor Appoints Canadian 


Melnor Industries, Ltd., of Can- 
ada has appointed Dave Neil as 
direct factory representative in 
the province of British Columbia. 
He will handle the Melnor line of 
lawn sprinklers and garden hose 
accessories. 


Prizer-Ware Names Six 
Western Distributors 

Six Western distributors have 
been named to represent Prizer- 
Ware, Reading, Pa. In San Fran- 
cisco the line will be handled by 
Dunham, Carrigan & Hayden Co., 
E. H. Harlow Co., and J. B. Sherr. 

The firm will also be represented 
by Acco Western Corp., Oakland, 
Calif., Paul Jones Co., Reno, Nev. 
and H. W. Heath Co., Inc., Seattle, 
Wash. 


Chinn to Handle Sango China 


Charles C. Chinn, manufacturers’ 
representative in San Francisco, 
has been appointed as a sales repre- 
sentative by Kasuga Sales Ltd. He 
will handle the sales of Sango fine 
china which is sold nationwide by 
Kasuga Sales Ltd. 

The appointment was made by 
John Klein, newly appointed West- 
ern regional manager of Kasuga on 
a nationwide basis. He will head- 
quarter in Los Angeles. 

Chinn will cover Northern Calif- 
ornia, Oregon and Washington. 


Oregon Wife “Likes Money" 


Mrs. Charles Carnes, whose hus- 
band operates Pilot Rock, Ore., 
Hardware store, recently won $2000 
in an RCA Whirlpool contest. The 
appliance firm conducted a nation- 
al contest called ‘‘Does Your Wife 
Like Money.” 

Second prize was won by Mrs. 
Allen Doran whose husband owns 
the Allen Doran Co. in Daly City, 
Calif. 


EASTERNERS JOIN OREGON P&K 


NEW MEMBERS, Dick Eubanks (center), vice 
president of Textron Co. and president of 
Wagner Mfg. Co., division of Textron Co., 
and Joe Wagner, executive vice president of 
Wagner, (right) receive their associate mem- 
ber pins in the Portland (Ore) Pot & Kettle 
Club. James P. Stewart, James P. Stewart 
Co., manufacturers’ representative firm, Port- 
land, makes the presentation. The two new 
members were so impressed with the club 
when they attended the convention in Gear- 
hart, Ore., last June they decided to join. 
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THE ONLY PERFORMANCE 
PROVED REEL-TYPE 
TRAVELING SPRINKLER 


Set any spray INSTANTLY 
—fine mist to full stream. 
Simply set dial control “by 
the number” — it’s the 
nozzle that remembers 
your favorite spray! New 
Skin-Pack Carding. 


Threaded nose for use 
with Sprayers, Car Wash- 
ers, and other watering 
devices. Knurled ring pro- 
tects threads when not 
being used. One-hand con- 
trol sets spray INSTANTLY 
“by the number”. 





COMPARE VALUE & PROFIT -— 


DELUXE WAVE KING No. 44-C 


BUILT TO SELL * 





COMPARE BEFORE YOU BUY...THEN BUY 
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CATALOG 


Sherman’s colorful 
new Lawn & Garden 
catalog now ready! 


Write for your copy! 
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No. 155-C 


—=* THE RAINGER! 


GOLD LABEL NOZZLE 


World’s Finest Nozzle! 
Made of solid brass, it 
features Sherman’s exclu- 
sive “non-rising stem’. 
Eliminates the up and 
down movement which 
wears packing — causes 
leaks. 


WAVE KING 


Perfect promotional sprin- 
kler — beautifully carded 
for impulse sales. Dial 
control sets square or 
strip. Advanced modern 
design. Built to sell! 
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Thermos 
Names 
Western 
District 
Manager 
Miner P. 

Wetmore, Jr. 

New district sales manager in 
the West for American Thermos 
Products Co. is Miner P. Wetmore, 
Jr. He will headquarter in Los 
Angeles. Wetmore was formerly 
sales supervisor in the West. 

American Thermos, a subsidiary 
of King-Seeley Thermos Co., has 
realigned its sales organization 
with the acquisition of its new 
out-door living line of camp 
stoves, tents, etc. 


New Team Strengthens True 
Temper Marketing Program 


R. T. Gutz, vice president of 
marketing for the True Temper 
Corp., Cleveland, O., will have 
charge of integrated sales and 
merchandising departments for the 
firm. 

Other changes include: Harold 
A. Stevens, formerly sales man- 
ager of the hardware division, be- 
comes general sales manager for 
all the company’s divisions. Robert 
J. Morse, formerly central district 
(Chicago) sales manager for the 
hardware division, replaces Stev- 
ens as hardware sales manager. 
Stan O. Huppert has been pro- 
moted to sales manager of the 
hardware specialty division. 


Goldblatt Names Western 
Wholesalers 


Three Western jobbers were ap- 
pointed as part of the changed 
marketing pattern being initiated 
by the Goldblatt Tool Co., Kansas 
City, Mo. 

Wholesalers now representing 
Goldblatt in the West are: Budrow 
Wholesale Hardware Co., Los An- 
geles; Clancy Tools, San Jose, 
Calif.; and Superior Featherweight 
Tool Co., Hawthorne, Calif. 


Bissell Promotes Burgdorfer 


Rex Burgdorfer was named sales 
manager, housewares div. of Bis- 
sell, Inc., Grand Rapids, Mich. He 
was formerly assistant housewares 
sales manager in charge of the 
company’s Eastern region. 
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Transferred To No. Calif. 


Berns Air King Corp., Chicago, 
manufacturer of ventilating equip- 
ment and Holliwood appliances, has 
appointed David Zuckerman to 
manage the company’s Northern 
California sales office. 

Zuckerman joined Berns Air 
King five years ago. He was pre- 
viously in the company’s Detroit 
sales office. The Northern Califor- 
nia sales office is located at 28-37th 
Ave., San Mateo, Calif. 


NEWS 





Hyde Assumes Winberg Post 


Fritz C. Hyde, Jr., vice president 
and formerly assistant general 
manager, was appointed general 
sales manager of Revere Copper 
and Brass Inc., New York. He suc- 
ceeds Raymond P. Winberg who 
has become vice president of for- 
eign operation. Hyde has been 
with Revere since 1935. 





Here's the line that has the Industry talking 
...and dealers raving about! 
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Line of Lawn and Garden 


Hose-end Sprayers 


New Design! New Features! 
New Appeal for More Sales! 





for 4 
1 to 6 gal. 





No. 416 
4-Gallon 
Capacity 





ew Angled Coupling for 
easy pistol-like grip and action 


Provides firm, bala 
— hag abd wat fon 
‘omplete disch 
to 4 gal. “e 


grip. Positive thumb- 
er control. Plastic tube allows 


~ e of chemicals. Calibrated 1 








Send for our new 
1962 Catalog 
Write Dept. HW-1 


No. 406 


3-gallon for 
liquid or 
wettable powder 
insecticides, 
fungicides. 


No. 413 


20-gallon for 
liquid and 
wettable powder 
weed killers, 
fertilizers, lawn 
moth solutions, 
fungicides, etc. 


Quality Sprayers and Dusters Since 1887 


MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 


For Details Circle 28 on INQUIRY CARD 
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Two Western Representatives 
Named By Raybestos-Manhattan 


Raybestos-Manhattan, Inc., Man- 
hattan Rubber Div., Passaic, N. J., 
has appointed two Western repre- 
sentatives. The _ representatives 
will handle sales of Flex-I-Grit, a 
new re-useable sand paper. 

Covering the Mountain States 
will be E. K. Curry Co., 2755 South 
Zurick Ct., Denver. 

The West Coast will be handled 
by Ed McKelvey, 930 Cynthia Ave- 
nue, Pasadena 8, Calif. 


Jones Heads Wire Screen Group 


Stuart M. Jones, executive vice- 
president of the New York Wire 
Cloth Co. of York, Penna., was re- 
cently elected president of the In- 
sect Wire Screening Bureau. Elect- 
ed vice-president was E. B. Frock 
who is vice-president of Hanover 
Wire Cloth Co., Hanover, Penna. 
The Bureau is a national trade as- 
sociation for the major weavers of 
metal insect wire screening. 
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Vereen Heads Packaging 


Robert C. Vereen, Liberty Dis- 
tributors, was elected chairman of 
the Hardware & Housewares Pack- 
aging Committee of the Packaging 
Institute in August. He succeeds 
N. Allan Pettit, Campbell Chain 
Co., York, Pa. New vice-chairman 
is E. L. Barringer, Hardware Age, 
who was formerly secretary. P. 
Jay Harris, Empire Brushes, is the 
new secretary. 

The committee sponsored the 
first packaging exposition held in 
conjunction with the National 
Hardware Show in Chicago. About 
150 entries in 13 categories were 
presented to the show visitors. The 
winning entries will also be shown 
at Atlantic City during the Nation- 
al Wholesale Hardware Convention, 
Oct. 22-25. 


Mirro Promotes Prescott 


F. C. Prescott has been appointed 
assistant general sales manager of 
Mirro Aluminum Co. He was for- 
merly a sales representative for the 
Manitowoc, Wis. firm and most re- 
cently was assistant to the general 
sales manager. 


, 


Pearson Picks 
Phillips 


Stan Phillips 


William Maupin, general sales 
manager of Ben Pearson, Inc., Pine 
Bluff, Ark., announces the appoint- 
ment of Stan Phillips & Associates, 
San Mateo, Calif. as manufacturer’s 
representative in the Western 
states. The firm manufactures a 
complete line of archery and bow 
hunting equipment. 

Maupin states that the newly ap- 
pointed firm will render service to 
jobbers and work closely with job- 
ber salesmen and dealers. Bob 
Harris, Jr. and Stan Phillips travel 
out of San Mateo. Chet Ryan and 
Clancy Brignall headquarter in Los 
Angeles. Lee Hamblin works out 
of Salt Lake City. Jac Townsend 
works from Denver. John Condon 
headquarters in Seattle and Jack 
Killits from Honolulu. 
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Oregon and Washington . . 








Add a hobby and model department to your hard- 
ware operation and you add a sale—many times 
over. You build traffic and you build profits. And 
it’s easy for hardware retailers to do in California, 
. for you have access 
to the West’s most extensive line of pre-sold, brand- 
name model and hobby merchandise—plus mer- 
chandising aids, and sound counsel based on 23 
years’ specialized experience. Write for informa- 
tion, or ask to have a representative call on you. 


Distributor of Hobby Suppli 
D.N. Mallory + pa 


598 POTRERO AVENUE, SAN FRANCISCO 10, CALIFORNIA 


Wholesale only 











includes general line and major specialty 
wholesalers serving hardware retailers in the 
13 Western States. This 16-page annual 
directory gives valuable information about 
executives, buyers, territory served, types of 
merchandise handled, special sample display 
rooms, special salesmen and special ser- 
vices offered. Price $2.00. Send check to 


HARDWARE WORLD SERVICE BUREAU 
1355 Market Street, San Francisco 3, Calif. 
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SCHEDULE OF CONVENTIONS AND SHOWS 


For additional information about the events listed below, circle the 
number following the show or convention listing on the inquiry card in 


NATIONAL WHOLESALE HARDWARE ASSOCIATION 
CONVENTION, Dennis & Shelburne Hotels, Atlantic 
City, N. J. No. 274 


AMERICAN HARDWARE MANUFACTURERS ASSO- 
CIATION CONVENTION, Dennis & Shelburne Hotels, 
Atlantic City, N. J. No. 275 


11th ANNUAL PACIFIC NORTHWEST GARDEN SUP- 
PLY SHOW, New Memorial Coliseum, Portland, Ore., 
(Oregon Feed and Seed Dealers Assoc.). No. 276 


74th MEETING OF THE NATIONAL PAINT, VAR- 
NISH AND LACQUER ASSOCIATION, The Shoreham 
and Sheraton-Park Hotels, Washington, D. C. No. 277 


MONTANA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Rainbow Hotel, Great Falls, 
Mont. No. 278 


8th ANNUAL NATIONAL RETAIL LUMBER DEAL- 
ERS EXPOSITION, McCormick Place, Chicago. No. 279 


14th ANNUAL CONVENTION AND TRADE SHOW, 
RETAIL PAINT AND WALLPAPER DISTRIBUTORS 
OF AMERICA, INC., Cobo Hall, Detroit, Mich. No. 280 


BUDROW & CO. SPRING HARDWARE SHOW, 3161 E. 
Washington, Los Angeles. No. 281 


NATIONAL HOUSEWARES EXHIBIT, McCormick 
Place, Chicago, (National Housewares Manufacturers 
Assoc.). No. 282 


PACIFIC NORTHWEST HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND TRADE 
SHOW, Multnomah Hotel, Portland. No. 283 


54th CALIFORNIA GIFT SHOW, Ambassador & Bilt- 
more Hotels, Brack Shops, Merchandise Mart, Los An- 
geles, (Trade Shows Ltd.). No. 284 


INTERMOUNTAIN HARDWARE & IMPLEMENT 
DEALERS ASSOCIATION CONVENTION, Hotel Utah, 
Salt Lake City. No. 285 


WESTERN WINTER MARKET, Western Merchandise 
Mart, 1355 Market St., San Francisco. No. 286 


MOUNTAIN STATES HARDWARE & IMPLEMENT 
ASSOCIATION CONVENTION, Cosmopolitan Hotel, Den- 
ver. No. 287 


WESTERN GARDEN TRADE EXPOSITION, Brooks 
Hall, San Francisco, (Jordan Associates). No. 288 


SOUTHWEST HARDWARE AND HOUSEWARES 
SHOW, State Fair Grounds, Phoenix, (Pacific Southwest 
Hardware Assoc.). No. 289 


WESTERN CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY AND HOUSEWARES SHOW, Brooks 
Hall, Merchandise Mart, St. Francis, Sir Francis Drake, 
Sheraton-Palace Hotels, San Francisco, (Western Ex- 
hibitors, Inc.). No. 290 


WESTERN STATES HARDWARE, HOUSEWARES, 
PAINT & GARDEN SUPPLY SHOW, Brooks Hall, San 
Francisco, (California Retail Hardware Association). No. 
291 

CALIFORNIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Del Webb’s TowneHouse, San Francisco. 
No. 292 


PORTLAND CHINA, GLASS, GIFT, JEWELRY, TOY, 
STATIONERY AND HOUSEWARES SHOW, Public 
Auditorium, Plaza Hotel, Portland, (Western Exhibitors, 
Inc.). No. 293 


SEATTLE GIFT SHOW, New National Guard Armory, 
Olympic and New Washington Hotels, Seattle, (Western 
Exhibitors, Inc.). No. 294 
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There's just one 
reason why more 
stores sell Atlas 
Tacks, Nails and 
Brads than any 
other brand: 


BETTER 
PROFITS 


But there are four 
reasons why they 
make better profits 
with Atlas: 

1. Better displays 


2. Complete line 
3. Faster turnover 


“BETTER 





PACKAGES 








Famous Atlas “Window Box” sells 
everywhere at 15¢ for 2 full ounces. 
Compared to plastic tubes and 
smaller boxes at 10¢, your cus- 
tomers get up to 100% more qual- 
ity merchandise and you get 65% 
to 100% more profit. Everybody 
wins with better Atlas packaging. 


Fast, Regular 
Service 

Monthly Carload 
Shipments 
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Represented in the West for over 50 years by: 
HUGHSON & MERTON: Los Angeles 
San Francisco « Seattle » Salt Lake City 
For Details Circle 32 on INQUIRY CARD 
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LOW COST 
LOW INVENTORY 


complete 


ine 
a department 


That's Our 
BIG BALL | 


Twine 
Assortment 


Gives you a balanced selection including 
Parcel Post, India, Jute, Cable Cord, 
Household Twine and Mason Twine, all 
in one handy shipper display. Balls are 
25¢ sellers. Ask your wholesaler for 
King Cotton #25 Twine Assortment. 


Kine 


OM corDAcE 
® 


JOHN H. GRAHAM & CO., INC. 


105 Duane St., New York 8, N. Y. 
For Details Ci. cle 33 on INQUIRY CARD 





Be sure your cards and 
packages are signed, sealed 
and delivered with 


CHRISTMAS 
SEALS 
TO FIGHT TB 


ANSWER YOUR CHRISTMAS 
SEAL LETTER TODAY 





IN MEMORIAM 





J. VAN HOUSEN 


J. Van Housen, 68, for 32 years 
a sales representative and West 
Coast regional manager for McKin- 
ney Mfg. Co., died September 9. 
in San Mateo, Calif. 

Van Housen, who retired in 1958, 
was only four days short of his 
69th birthday. 

He was a native of Elgin, II. 
His first position in the hardware 
industry was as a retail clerk in 
Rockford. He joined Sargent & 
Co. in 1912 as a salesman. 

In January 1926 Van Housen 
joined McKinney and was trans- 
ferred to San Francisco. 

Van Housen served in the United 
States Marine Corps in World War 
I. He was a charter member of 
the American Architectural Hard- 
ware Consultants. 

He is survived by his widow, 
Helena Arnold Van Housen, and 
two sons, Clarke J. (who succeed- 
ed his father as regional manager 
for McKinney) and Robert. 


JOHN F. WELBORN 


John F. Welborn, 86, former 
wholesale hardware man, died Au- 
gust 24 in a Seattle hospital. 

He started working for Schwa- 
bacher Hardware Co. in 1899. In 
1902 he purchased the Whiton 
Wholesale Hardware Company. He 
sold this upon his retirement in 
1925. 

He is survived by his widow, 
Frieda. 


C. A. McGUIRE 


Charles A. McGuire, 86, died 
September 6, at Richmond, Ind. He 
was the president of Dille & Mc- 
Guire Manufacturing Co., manufac- 
turers of lawn mowers. 

McGuire is survived by a son and 
a grandson. 


CHARLES C. 
GATES 


Charles Cassius Gates, 83, died 
August 29, in Denver, Colo. Gates 
was the president of Gates Rubber 
Co. which he founded. 

Gates started his career as a 
mining engineer in 1904 and con- 
tinued until 1911. He then invested 
his savings in the Colorado Tire 
and Leather Co. From this one- 
man shop grew the nation’s sixth 
largest rubber manufacturing com- 
pany, the Gates Rubber Co. 

Gates is survived by his widow, 
Hazel; a brother, John, who is 
secretary-treasurer of Gates; and 
five children. 


CLARENCE W. SWANSON 


Clarence W. Swanson, 57, died 
July 20, in Phoenix, Arizona. Swan- 
son was the director of purchasing 
for Great Western Hardware. 

Swanson joined this dealer-own- 
ed wholesale hardware firm in 1960. 
Prior to that he worked eight years 
as manager of Hoctor Lumber 
Company in Avondale, Arizona. 
Formerly he was an executive of a 
large chain grocery organization 
in Minnesota. 

He is survived by his widow, 
Maryon, a daughter, a son and two 
grandchildren. 


MERRITT CLARK 


Merritt Clark died recently at 
his home in Milford, Conn. Clark 
retired in June as vice president 
for marketing of the Asgrow Seed 
Co. He was a former president of 
American Seed Trade Association 
and during World War II served 
as head of the Seed and Rice sec- 
tion of the OPA. 





Coming in November . . . 
A Preview of New Garden 
Equipment and Supplies. 
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New President 
Elected at 
Gates Rubber 


Charles C. 
Gates, Jr. 


The board of directors of Gates 
Rubber Co., Denver, elected 
Charles C. Gates, Jr., to succeed 
his late father as president. The 
elder Gates was founder and first 
president of the firm. He died Aug. 
29. 

Gates, Jr., has been with the 
company since 1946. He was with 
the engineering department until 
he was named a vice president 
in 1949. He had been executive 
vice president since 1958. 

Gates, Jr., previously had been 
assistant chief engineer with Co- 
polymer Corp., New Orleans for 
three years. 


U. S. Plywood Expands in West 


Expansion, moves and additions 
to warehouses and show rooms 
were made in the West by United 
States Plywood Corp. within the 
last year. 

A new sales center was estab- 
lished in Long Beach, Calif. Ex- 
isting facilities were expanded in 
Los Angeles and Santa Clara, Calif. 
Moves to larger quarters were made 
at Denver, Colorado and Seattle, 
Washington. 

U. S. Plyv. 00d expansion plans 
call for a new warehouse in Sacra- 
mento, Calif. 


Association Board Meets 


The annual board meeting of the 
Intermountain Association of 
Hardware and Implement Dealers 
was held in McCall, Idaho, on Aug- 
ust 19 and 20. The group reviewed 
reports from both the National 
Hardware Déalers and the Nation- 
al Implement Dealers Associations. 


Westerner Wins Sales Award 

W. T. Whitten, North Highland, 
Calif. Ray-O-Vac district manager, 
was awarded the firm’s “Presi- 
dent’s Award.” The honor is based 
on sales achievement in competi- 
tion with every other Ray-O-Vac 
district manager in each region. 
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Goodwin Sold to Harvey 


Goodwin of California, Inc., man- 
ufacturer of brazier-type barbe- 
cues, was sold to Robert E. Harvey. 
The company was established in 
1944 as Associated Steel Industries 
and incorporated in 1952 as Good- 
win of California, Inc. During its 
corporate history the firm expand- 
ed its operation four times and is 
currently operating a 16,000 
square-foot plant at 1075 Second 
Street, Berkeley. 

Harvey was formerly general 
nanager at Plastic Lume, Inc., sales 
subsidiary of Lando Products, pro- 
ducers of aluminum re-roll strip, 
of Sausalito, Calif. Harvey came 
to California in 1952 from Phila- 
delphia as Western manager for 
International Latex Corporation. 


Name Changed to Ando Co. 


The Andrews Company, 1211 
Shafter Ave., San Francisco, was 
recently bought by Herbert Oman, 
factory representative. Subse- 
quently the name was changed to 
Ando Co. 

The firm was originally started 
in the early 30’s for the manufac- 
ture of pipe joint compound, neats- 
foot oil compound, and other like 
products. The company will intro- 
duce these products under the new 
trade mark “Ando.” 

Oman’s manufacturers repre- 
sentative firm, Herbert H. Oman & 
Associates, will handle the sales 
of the factory in Northern Califor- 
nia along with other hardware and 
plumbing lines. 


Olsen Named for Alaska 


E. R. Wagner Manufacturing Co. 
has opened the state of Alaska as 
a new territory for the company. 
It will be serviced by Harry W. Ol- 
sen at 1415 Gambell St., Anchor- 
age, Alaska. Olsen will handle the 
marketing of Wagner’s complete 
housewares line of carpet sweepers, 
Wagner Wands, as well as door 
closers in the far north. 


Sellers Heads Hampden Sales 


Arthur W. Sellers has been ap- 
pointed sales manager of Hampden 


Specialty Products Corp., New 
York City, a subsidiary of Hamil- 
ton-Skotch Corp. 


DAP, Inc. 
Appoints 
West Coast 
District 
Manager 


R. J. Fowler 


DAP, Inc., has announced the 
promotion of R. J. Fowler to dis- 
trict manager of West Coast sales 
office, Richmond, Calif. He will 
represent the firm in California, 
Washington, Oregon, Wyoming, 
Utah, Nevada, New Mexico, Hawaii 
and Alaska. 

Fowler started with the firm 
more than 12 years ago and was 
most recently East Coast sales 
representative. He will represent 
DAP of California which offers 
DAP and Duratite products to the 
hardware field. 


Western Wholesalers Announce 
Pre-Holiday Promotion 


Four Western members of the 
VAL-TEST Hardware Wholesalers 
Group will provide their dealers 
with a “Parade of Holiday Values” 
broadside. 

Dunham, Carrigan and Hayden 
Co., San Francisco; Harper & Rey- 
nolds Corp., Los Angeles; Herr & 
Co., Boise, Idaho; and Arizona 
Hardware Co., Phoenix, Ariz. are 
the Western sponsors. 

The four-color, four-page broad- 
sides features 59 items. They will 
be sent directly to consumers, as 
specified by dealers. 


CF&I Elects Vice-Presidents 


The board of directors of the 
Colorado Fuel & Iron Corp. has 
elected R. L. Hanes as vice-presi- 
dent in charge of sales of the 
Western Division of CF&I. 

At the same time they elected 
E. George Hartmann vice-president 
in charge of sales of the Wickwire 
Spencer Steel and John A. Roeb- 
ling’s Sons Divisions of the Cor- 
poration. 

Hanes joined CF&I 32 years ago. 
He has been serving as general 
manager of tubular sales since 
1960. 

Hartmann joined John A. Roeb- 
ling’s Sons Co. in 1940 as assistant 
sales manager. 
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Large Ernst Branch Opens 
At Aurora Village 


Ernst Hardware, Seattle, open- 
ed its Aurora Village Shopping 
Center branch on August 16. The 
13,500 sq ft store is one of the 
chain’s largest stores to date. 

M. L. Bean, chairman of the 
board, said that the store was 
designed for customer convenience. 
The aisles are scaled for easy 
movement of shopping carts. 

A combination heating and air 
conditioning system provides for 
year-round comfort. Background 
music is coupled with an inter- 
store communication system. Cus- 
tomers will be free to select their 
own merchandise, but sales people 
will be at hand at all times. 

There are 26 departments in 
the store, according to E. R. 
Erickson, assistant general man- 
ager in charge of new store in- 
stallation. The store’s stock will 
range from conventional hardware 
items to auto supplies, phonograph 
records and stationery. An in- 
novation to attract children will 
be an aquarium of angel fish in 
the toy department. Little Lea- 
guers will find complete uniforms 
on display. 

New store manager Tom Timer, 
a 10 year veteran with Ernst, 
announced that the store will be 
open seven days a week. 


Sierra Promotes Ran.sing 


Robert E. V. Ramsing has been 
elected vice president-sales of Sier- 
ra Electric Corp., Gardena, Calif. 
Formerly he held the post of sales 
manager. Prior to joining Sierra, 
Ramsing served with Lighting Dy- 
namics, City of Industry, Calif., 
and Century Lighting Co., Santa 
Monica, Calif. 


SpeedWay Names Micha!ek 


Edward T. Michalek has been 
appointed sales manager of Thor 
Power Tool Co.’s SpeedWay Mfg. 
Div. Michalek moves up from the 
position of assistant sales manager. 
He has been with the firm 14 years. 





Keep “updated”... 
Read: "These Western Dealers 
Are Keeping Up To Date.” 
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Braun of Remington Wins 
Industry Skeet Shoot 


D. Lee Braun, Western regional 
manager for Remington Arms Co., 
is Industry champion of the 1961 
National Skeet Shoot. The match, 
held by the National Skeet Shoot- 
ing Association at Harolds Club, 
Reno, Nev., July 30—Aug. 5, Braun 
shot 249 x 250. 

He also won National High- 
Over-All championship in the In- 
dustry competition with 546 out 
of a possible 550 targets. This tied 
the world’s record which Braun 
set in 1947. 

In addition to his industry vic- 
tory, Braun, from San Mateo, 
Calif., won the individual profes- 
sional events for 410 gauge, 28 
gauge, 20 gauge and 12 gauge 
tournaments. 


Kipf Resigns Imperial Post 


E. Ted Kipf announced his res- 
ignation as manager of the Im- 
perial Hardware Store of Holtville, 
Calif., after 20 years service. He 
will be replaced by Edward H. 
Rademacher, who is_ presently 
manager of the Calipatria store. 
Lloyd Allen, assistant manager of 
Calipatria, will move up to the 
managerial position there. 


Ryan Heads LePage's Sales 


Charles C. Ryan, formerly na- 
tional field sales manager, has been 
named sales manager of LePage’s, 
Inc., a subsidiary of The Paper- 
craft Corp., Pittsburgh, Pa. Ryan 
joined LePage’s in 1955. He as- 
sumed post of national field sales 
manager in 1960. 
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“! understand what he wants... 
wants a people trap.” 


G.E. Elects Gough 
Regional Vice President 


General Electric Company an- 
nounced the election as vice pres- 
ident of Harry P. Gough of Ather- 
ton to succeed C. C. (Larry) 
Walker, Western regional vice 
president, who is retiring under 
provisions of the company’s pen- 
sion plan. 

Gough joined the company in 
1929, is widely known in the West, 
having served as Western regional 
manager of the company’s major 
appliances and TV division from 
1953 to 1956. He then became 
general manager for the sales and 
distribution for major appliances 
and TV at the company’s North- 
ern California district headquarters 
at Burlingame, Calif. 

Gough will serve as a consultant 
to the company’s many decentral- 
ized Western operations in the 10- 
state Pacific Region: Alaska, Ari- 
zona, California, Hawaii, Idaho, 
Montana, Nevada, Oregon, Utah 
and Washington. His headquarters 
will be in the company’s Western 
executive offices, Russ Building, 
San Francisco. 

General Electric employs approx- 
imately 20,000 men and women 
in the Western region, with an an- 
ual payroll of more than $165,000- 
000. It operates a dozen manufac- 
turing plants and has approximate- 
ly 30 regional warehouses, electri- 
cal service centers and research 
facilities. The company states that 
they spend more than $90,000,000 
for the purchase of supplies and 
raw materials from more than 2000 
Western suppliers. Throughout the 
Western region the company has 
50,000 dealers and distributors and 
more than 42,000 shareowners. 


Burtch Heads Roebling's Sales 


Forest S. Burtch was recently 
appointed general sales manager 
for the John A. Roebling’s Sons 
Div. of Colorado Fuel & Iron Corp. 
Burtch joined Roebling’s in 1923. 





TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy...tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interested. Drop it in the 
mail box. 


HARDWARE WORLD 








INDEX TO ADVERTISERS 





(This index is published as a convenience and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 





Note: Figures in parentheses ( ) refer 


to Inquiry Card Number which can be 
circled on inquiry card on page 88 


when desiring further information 


about advertisement. 


O Ames Company Back Cover 


Atlas Tack Corp 


The Borden Chemical Co., Div of 
The Borden Co 


California Retail Hardware 
Association 


Campbell Chain Co 

R E Chapin Mfg Works Inc .... 
Cleveland Mills Co 

The Colorado Fuel & Iron Corp 


D 
K H Davis Wire & Cable Corp .. 
Dille & McGuire Mfg Co 


Duratite Div of DAP Inc 
Second 


F 


The Fletcher-Terry Co 
Fuller Tool Co Inc 


G 
Gilbert & Bennett Mfg Co (14) 
64 thru 67 


John H Graham & Co Ince, King 
Cotton Cordage Div 


Greenlee Tool Co 
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Hyde Manufacturing Co (1) 
Front Cover 


Hy-Ko Products Co 


M 


MTD Products Ine 

D N Mallory 

Marshalltown Trowel Co 

Melnor Industries Inc (13) 41 thru 46 
Robert E. Miller & Co Inc 


Mirro Aluminum Co ....Third Cover 


N 


National Screw & Mfg Co 
Nicholson File Company 


0 
Ox Fibre Brush Co Inc ........ 12, 


P 


Pennsylvania Lawn Mower Div 
American Chain & Cable 
Co (10) 


Portland-Willamette Co 
Proen Products Co 


Ss 


Sandvik Steel Inc Saw & Tool Div 
H B Sherman Mfg Co (27) 85 thru 


+ 


S G Taylor Chain Co 
True Temper Corp (11) ..17 thru : 


U 


United States Steel Products Div 
United States Steel Corp ...10, 


Val-A Company 


ee a 


YOU CAN FORGET ) 
YOUR COMPETITION 
WHEN YOU SELL 


_... the mower line that 


CHALLENGES 


4 

SELF-PROPELLED 

All the LawnFlite features that 4 
proved so popular last year 
—plus the exclusive, positive 
Syncro-Mesh Drive and 
Air-Flo Shield. 


RIDING MOWERS 


With these new LawnFlite models, you can “cash 
in” on the big demand for riding mowers. They're 
tops in engineering, styling, construction 

and value. 


PUSH TYPE 
These are the famous mowers & 
that established such @ 
phenomenal sales records § 
in 1959. Each is a leader © 
in its price class. © 


5389 West 130th St. © Cleveland 11. Ohio 
For Details Circle 34 on INQUIRY CARD 
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MANUFACTURER’S REPS 
WANTED 


Several territories still available for 
RADAR-GARD .. . amazing new 
electronic speed-trap warning device. 
Contact Sy Gaiber immediately. MOR- 
TRONIC INDUSTRIES, 2900 Peter- 
son Ave., Chicago 45, Ill. AMbassador 
2-4400. 





FOR SALE 


Hardware store. Clean quality hard- 
ware, fine location San Fernando Val- 
ley, growing community, living best 
in Valley. Latest fixtures. Complete 
$30,000. Details c/o HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 





1961 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and _ specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $2.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 


LAYOUT SHEET... Graph lay- 
out sheet scaled %4” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 








San Francisco 3, California. 





Announcements in this section are inserted at the rate of twenty cents 
per word, including address or box number, with a minimum charge 
$5.00 per issue, payable in advance. Send copy to 1355 Market Street, 








ITIES 


ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 





WESTERN WHOLESALERS’ 
DIRECTORY SUPPLEMENT 


The following changes can be made 
in your 1961 Western Wholesal- 
ers’ Directory which appeared in 
the June 1961 issue of Hardware 
World. 


NEW LISTINGS 
CALIFORNIA 


Nerth Sacramento 

National Wholesale Building 
Materials 

1001 Del Paso Blvd. 
ESTABLISHED: 1932. 

GEN: MGR: Grant L. Matthews. 
SALES MGR: Clarence Quadro. 
PURCH. AGENT: Joe La Brosca. 
TERRITORY: Northern California 
and Northwest Nevada. 
DEPARTMENTS: Builders Hard- 
ware, Shelf Hardware, Plumbing 
Supplies, Electrical Supplies & 
Building Supplies. 


SALESMEN: 8. 


SPECIALTY MEN: 1 Industrial 
Salesman. 

SPECIAL SERVICES: Catalog 
Service, Seasonal Advertising Bro- 
chures; Store Planning Service. 





PICO RIVERA 





Union Hardware & Metal Co. 

7215 S. Crider Ave. 
ESTABLISHED: April 1, 1961. 
PRES: E. H. McLAUGHLIN. 
V.P. & TREAS: W. J. Goff. 

V.P: L. W. Dill. 

V.P: E. J. Neely. 

V.P. & SALES MGR: T. A. Gor- 
jans. 

BUYER: E. J. Neely. 
TERRITORY: California, Arizona 
and Nevada. 

DEPARTMENTS: Garden and 
Farm To ls & Supplies, Hand Tools 
& Supplies, Housewares, Builders’ 
Hardware, Plumbing Supplies, 
Threaded Products, Electrical Sup- 
plies. 

SPECIAL SERVICES: Catalog 
Pricing Service. 


NEW ADDRESSES 


ALLIED WESTERN DISTRIBU- 
TORS, INC. 

475 Brannan St., 

San Francisco 7, Calif. 


BANNER DISTRIBUTING 
4101 E-48th Ave., 
Denver, Colo. 





For merchandising ideas 
read Merchandising Aids. 














Bakelite Furniture Rest 











Monopoint Glid+ 


te. , 
a 
Bakelite Caster Cup 
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DOMES OF SILENCE 
RUBBER CUSHION GLIDES 


A FURN! 


Ask your jobber, if he is not supplied, 


ROBERT E. MILLER & CO., INC., 


35 Pearl St., New York 4, N. Y. 
For Details Circle 35 on INQUIRY CARD 


write 





Rubber Expander 
Tubular Glide 








Adjustable Rubber 


, Adjustable Tubular 
Cushion Glide 


Spring Type 








Thumb Tack 
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IN ON THE BIG... 


ONE-PIECE 
CLEANS LIKE 
A DISH 


MIRRO 


FINEST ALUMINUM 
Sauk Cr, 


S" Guaranteed by 
Good Housekeeping 


<< a 
45 aoveanisid 


7 popular piect 
aluminum . .. all ré EF high-demand 
items... to offer a bwd-building 88c 
each! Back this p promotion with 
big stock, sell it wif mass display. It 
promises plus profit, Jerrific traffic! 
A MIRRO SEAMLESS MUFFIN PAN D mirRO ANODIZED PIE PAN 


M-0162, 12-cup M-0289-22, 9 x 
Ship. unit 6 only, 3% Ibs. Ship. unit 6 only, 2 ibs. 





et 


B mirro PIZZA PAN + E mirro SQUARE CAKE PAN (et - n 
M-0322 M-5008, 9 59 x 2” - MIRRO 2-qt. Saucepan and 


Ship. unit 4 only, 2% Ibs, Ship. unit 6 bh 2% Ibs. exclusive Easy-Over Cover 
F MIRRO ANODIZED BREAD PAN 


will be featured on the 
Ship. unit 6 only, 2% Ibs. og peg eee Py ce SF sack PAAR SHOW” 
ree eerie oad toy, mu te .» NBC-TV, Sept. 25 through Nov. 10 
FREE, COLORFUL DISPLAY BANNER 


PACKED WITH EACH M-5009 CAKE PAN SHIPPING UNIT MIRRO ALUMINUM COMPANY © MANITOWOC, WISCONSIN 
NEWSPAPER MAT ALSO AVAILABLE Fifth Avenue Bidg., New York 10 © Merchandise Mart, Chicago 54 


World’s Largest Manufacturer of Aluminum Cooking Utensils 


C MIRRO LAYER CAKE PAN 
M-1109, 9” 











For Details Circle 36 on INQUIRY CARD 





WOULD YOU LIKE THESE TOOL BRACKETS FREE? 





$asm 
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... While increasing profits with quality Ames Tools 


H FRE’S YOU ORDER #STB-60* VALUE You_PAY 
Consisting of 60 Retail Value (tools) $212.67 $141.78 


eslt alee: iin “tabla Dealer Cost (brackets) 21.95 FREE 
and 10 Streater Tool Brackets Total Value $234.62 $141.78 


Free Association Approved tool brackets. Drop 
shipped, freight prepaid! Spring dating! Billed 
through Ames distributor of your choice! 








*STB-60 CONSISTS OF: J G/ 10 Pe Board Adapters 


A a ra 
Steel-Lite Shovels (803) 6 Dancelion Weeders (ADW) re \ PY Fath ON Gf! 2s Dee 
Bow Rakes (A14RB) 3 Floral Rakes (ATR8) c Brackets 

Floral Hoes (AFH5) 3 Garden Spades (AGSD) 

Floral Spades (AFGSD) 3 All Purpose Hoes (ASTO) 3 Rake Brackets ; 

Garden Hoes (AG64) 3 Speedy Cultivators (A3SC) Watch for Our Ads in 
Floral Shovels (AFS312) 3 Warren Hoes (AW7) The Saturday Fvening 
Turf Edgers (AFTSHD) 10 Peg Boarii Adapters — FREE 

Garden Rakes (A14C) 5 Shovel & Fork Brackets — FREE 

Spading Forks (ATLDA) 3 Rake Brackets — FREE 

Floral Spades (AFGS) 2 Hoe Brackets — FREE 


WWWWWaAWWowWw 


Oo. AMES CoO. Parkersburg, W. Va. 


For Details Circle 37 on INQUIRY CARD 




















